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All Orders Shipped 
The Day Received! 


Here’s an excellent window screen 
hanger and we can make immediate de- 
livery on it in any quantity. 


Itis NATIONAL policy to sell direct 
and tt SHIP ALL ORDERS THE 
DAY RECEIVED. We deem this an 
important part of our service to the trade 
—especially right now, when closer and 
more frequent buying is the order of the 
day. ; 


If you need a few dozen or a thousand 
dozen sets of window screen hangers to 
round out your stock, NATIONAL is 


ready to supply you. 


And the quality as well as the price 
that we can quote will please you. The 
NATIONAL No. 80 Window Screen 
Hanger is made of steel, is absolutely 
secure and rattleproof,— and easy to 
attach. 


4 


Japanned or Sherardized 
May we be of service to you? 


Remember 





buy direct at a saving and sell at in- 


When you buy from NATIONAL you 
creased profit. 





National Mfg. Co. 


STERLING, ILL. 
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$30,000 


Turns Over This ° 
Amount on a 
$4,000 Stock —75 
Per Cent in Over 


the Counter Sales 





Building Up a 


Paint Business 
in Seven Years 


The Raymer Hardware 
Co., St. Paul, Minn., 
















but it does not require much 
of an opportunity to demon- 
strate what it can do if it falls any- 
where except on a concrete walk. 
The paint business is a good deal 
like the mustard seed, for it will 
thrive in almost any territory. Of 
course, if it has to struggle along 
on rocky ground one probably would 
not notice any phenomenal growth, 
but if there is some attention paid 
to it the results will be surprising. 
That is exactly the situation with 
regard to paint in the hardware 
store. This end of the business will 





MUSTARD seed is very small 


struggle along by itself in a sort of 
half hearted way, but if it is given 
attention and is helped, it will grow 
to be one of the most satisfactory 
Sources of income in the store. 

The Raymer Hardware Co. of St. 





















Here is the paint department that brings $30,000 a year to the Raymer 


Hardware Co., 


Paul, Minn., started its paint depart- 
ment in 1915 and the initial stock 
was valued at $400. It was an ex- 
periment, but to-day H. H. Weber 
calls it their “Gold Bug” depart- 
ment because last year they sold 
over $30,000 worth of paint on an 
average stock of about $4,000. Over 
75 per cent of this business went 
out over the counter. 

This is the way in which Mr. 
Weber started the ball rolling. He 
knew that most screens received a 
good cleaning and some paint every 
spring. He obtained a goodly sup- 
ply of screen paint in one quart cans 
and ran special ads with an attrac- 
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St. Paul, Minn. 


tive price on the can together with 
a suitable brush. The coupon from 
the advertisement entitled the pur- 
chaser to the reduction. 

He not only sold more paint and 
brushes than he first ordered but he 
got a mailing list from the coupons 
turned in. In 1921 Raymer’s sold 
108 gallon cans of screen paint, 126 
half gallons, 896 quarts, 228 pints 
and 192 half pints—a total of 1772 
quarts or 886 gallons. This amount 
of screen paint would fill over seven- 
teen 52-gal. barrels. 

This business was started with a 
2-in. ad which showed a good price 
and included a brush. Another un- 
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usual thing is that this business 
keeps up year after year and the 
little: ads pull just as strongly as 


ever.. Furthermore, few cans are 
purchased without the brush. Mr. 
Weber says that his customers get 
the brush with the can, and that the 
next spring the brash is lost or has 
become too hard to use, so that they 
get another one with the next can 
of paint. Just think what that 
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Here is another paint department within rifle shot of the one on the preceding page. 
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Every man who does outside work 
for the Raymer Hardware Co. car- 
ries color cards with him, and when- 
ever he sees a building that needs 
paint he leaves one of these cards 
in the mail box. On these cards a 
rubber stamp has been applied which 
reads, “Are you going to paint? 
See the Raymer Hardware Co.” 
Mr. Weber says that it is surpris- 
ing the number of people who come 
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There is no line found in the 
hardware store that receives ag 
much- help from outside forces as 
does the paint line, The “Save the 
Surface” Campaign carries the gos. 
pel of painting to every person who 
reads. Cities, towns and villages 
have “Clean Up” and “Paint Up” 
weeks, and numerous agencies are 
tirelessly working to interest every- 
body in the using of paint. 


f, 
“CERES 
CEREEE 
REEEE 
CGEEE 
REECE 
sd of 
E 

is 


This shows paint headquarters in the 


store of the Warner Hardware Co., Minneapolis, Minn. Four salesmen make things hum on both sides of this counter 


means in brush sales when you con- 
sider that the firm sold over 500 
dozen brushes last year. 

The Raymer Hardware Co. han- 
dles only one brand of paint and con- 
centrates all its efforts on that line. 
The department is in charge of a 
man who has studied the game and 
knows it thoroughly, and every sales- 
man in the store, upon being asked 
for paint, makes a polite inquiry 
what it is to be used for. 

This is one of the most impor- 
tant things to consider in making 
a paint sale. People don’t like to 
show their ignorance, and they will 
come in and ask for a certain kind 
of stain or varnish when they really 
want something else. The sales- 


man who finds out the purpose for 
which the paint is going to be used, 
not only gives service to the. cus- 
tomer but saves his firm ag. lot. of 
trouble from’ dissatisfied customers. 


into the store. with these color cards 
asking about the various colors. 
They have already studied the card 
and have become interested enough 
to pick out a color and come down 
to find out what it would cost. 
The Warner Hardware Co.,—of 
Minneapolis, Minn., has a paint de- 
partment that any store would be 
proud of. This firm goes after the 
advertising strong and coaches up its 
salesmen as to the latest in paint. 
The firm has four salesmen _be- 
hind the counter and each sale 
brings out suggestions as to brushes, 
sandpaper, steel wool and_ putty 
knives. When a customer buys nails 
inquiries are always started to find 
out if paint could be used. 
Advertising campaigns are started 
in March and run through to July, 
and the advertising. program is-con- 
sidered one of the most important 
methods of getting business. 


At this particular time the mer- 
chant is most fortunate to “have all 
of these agencies at work, because 
it is paint selling time in the hard- 
ware store. He has only to line 
himself up with these forces and 
get on the band wagon of increased 
sales, 

There is nothing in the world that 
will brighten things as will a lit- 
tle paint. The oldest thing around 
the house can be made to look like 
new with paint or varnish. A dark 
and dingy room can be made sani- 
tary and comfortable. A hardware 
store will improve 100 per cent and 
the merchandise will show up to ad- 
vantage if the fixtures and cases are 
kept well painted or varnished. 

Every dealer should know all the 
selling and talking points of this 
line because he receives this infor- 
mation almost daily in his mail, and 
he cannot open a. magazine or 4 
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paper without learning more 


gbout the subject. 


Tt remains for the wide awake 
merchant to get his community in- 


terested in paint, and he can do this 


without very much trouble. All that 
jg necessary is a well assorted and 
selected stock and the necessary en- 
ergy to make that stock turn itself 
over from six to twelve times. Many 
dealers are doing it and wondering 
why they did not start sooner. 

If you have the stock, and value 
your buying ability enough to be- 
in the line you handle and 
you can increase this business 
rough a little effort, you are going 
be surprised to find out how big 
‘part of your business this line 
become. 

Springtime sees the housewife 
deaning up. The screens are brought 
from the attic or basement and 
thoroughly swept clean. They 
look dingy and maybe the wire has 
ed to rust. That housewife will 

a can of screen paint from the 
ware store, if she knows about 

or has her attention directed to 

t by means of circulars, newspaper 
ads or canvassers. 
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The tinner or the plumber who 
goes out daily to fix this or that at 
some home notes that a house needs 
paint. He reports it. The hardware 
dealer goes after the business. The 
local painter comes in for a new 
brush and is asked about the jobs 
he has lined up, following which he 
tells about other houses that -should 
be painted. The merchant goes 
after that business, and both he and 
the painter make mutual profits. 

Most hardware men find it to 
their advantage to take a drive out 
through the country. Here and 
there they meet old customers and 
they stop to chat with newcomers. 
The barn looks badly. The hard- 
ware merchant says: “About time 
the old barn had a coat of paint.” 
“Guess it is,” says the farmer, 
“we haven’t done much painting the 
last few years on account of prices, 
and I wouldn’t be surprised if we 
couldn’t get that painted this sum- 
mer.” “Save you a lot of money to 
paint it right away,” says the mer- 
chant, “because some of the wood is 
getting to be in pretty bad shape.” 
The subject is opened and the far- 
mer becomes interested. Further- 


more, he has seen the various paint 
advertisements in his farm papers 
and has read what they said about 
“Saving the Surface and You Save 


All.” He is surprised to know that © 


the hardware dealer carries the 
same line he saw advertised and he 
eventually becomes sold on _ the 
proposition. 

This wise merchant does not for- 
get the lady of the house. He 
finds out what she is going to do in 
the way of spring cleaning and 
painting, and by the time he gets 
back on the road he has landed some 
good business. 

As the preacher would say: “The 
time has come.” No words can ex- 
press the situation any better. Sev- 
eral years have passed with little 
work “done in this line, and every 
community is as full of prospects 
as a cur dog is with friendly ene- 
mies. 

Not in our generation have we 
seen a time when there was a better 
opportunity to sell paints, oils, var- 
nishes, brushes and sundries. It is 
only a question of going after the 
business with a determination to 
succeed. 


Why Not Go After the Customers? 


Personal Solicitation Often Brings Results 
When There Seems to Be but Little Business 


O where you will, Idaho, New 

York, Czecho-Slovakia or Can- 
ada, and mention a hardware store, 
and your hearer will immediately 
visualize a room packed full of metal 
ware, a place where one goes to pur- 
chase lawn mowers, nails, stoves, ice 
cream freezers and more lately 
bottling paraphernalia. A_ place 
where one expects to find anything 
that suggests metal, and where one 
may be justly annoyed if told that 
the article asked for will have to be 
ordered as it is not carried in stock. 
It makes little difference what this 
May be, the customer expects the 
hardware dealer to have it. He is 
expected to carry a stock of “every- 
thing in iron” and other things not 
made of iron, no matter how infre- 
quent the call for it may be. 

Many of the average small town 
hardware dealers do not secure half 
of the available business, because 
they do not sell their wares; people 
buy them. They are unwilling to go 
among their trade and solicit busi- 
Ness; they prefer to have the cus- 
tomer come to the store and ask for 
What he wants. - 


By ANTON M. OLIVER 


I know a hardware man in a 
Missouri town of 900 inhabitants 
who had been doing that very thing. 
He kept a store and permitted people 
to buy from him. He tempted them 
to buy more and oftener by courteous 
treatment and good merchandise. 
Things went along for a time when 
a traveling salesman appeared on 
the scene and showed this hardware 
man that he was not getting any- 
where; he suggested a plan which 
was put in effect at once. 

The first thing this dealer did was 
to analyze his territory, i.e.,he called 
on the town creamery, the laundry, 
the lumber yard, the brick plant, 
etc., and studied their requirements. 
What size and ply belting and hose 
did they use? What did they use in 
a line of packing, sheet and piston? 
How about tools? Machine parts? 

Then he called on the farmer. 
Where did he buy his tools? His 
belts? Wouldn’t he just as soon buy 
from him? Sure he would! 

After sixty days of selling this 
man said: “I never knew what was 
used as our customers had always 
gone out of town for things they 


thought we might not carry.” His 
profits from one single new line 
amounted to $750 in less than 60 
days. He solicited their business 
and he got it. 

If you are’ a hardware man and 
want to increase your business, let 
the manufacturer of the goods you 
sell know that you are ready to go 
after the available business in your 
town and surrounding territory. 
Let him know that you know how 
much there is to get and that you 
are determined to get it, and he will 
give you all the co-operation in the 
world. He will protect you on price 
and help you advertise yourself and 
your merchandise. He will do this 
because he knows that a community 
will enjoy greater prosperity by sup- 
porting its local business men. The 
manufacturer cannot profitably so- 
licit business from any of your cus- 
tomers and he doesn’t want to. He 
wants to get this business through 
you provided you are in a position 
to handle it properly. 

Don’t be afraid to take on a new 
line even if it isn’t exactly “hard- 
ware.” 
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[WW 'airected ene energy is waste. Well 
directed energy is wealth. In the busi- 
ness of life there is room only for the 
producer. The waster is sure to fall by the 
way. It is the law of nature. 


ee 4° ¢ 


Did you ever notice that the man who habitu- 
ally fails to make good always has an elaborate 
alibi for his failures? 

* * * 





The man who hasn’t time to read hasn’t time 


to succeed. 
* ¥* * 


Some men think; others merely think that 
they think. 


* * * 


About all that some people get out of travel 
is a dining car accent. 
*% * *% 


When you die your trumpeter shall be buried. 

Make thyself a sheep and the wolf is ready. 

An untried friend is like an uncracked nut. 

Debt and -misery are neighbors. 

Never buy an unseen horse.—Russian Prov- 
erbs. 

¥* * * 

Repeat sales are not bagged by single shot 

salesmen. 





* *% * 


Ambition is a starter, effort a finisher. Too 
many men start life with the ambition to erect 
a mansion and end by building a wood shed. 

* * * 


The man who stops cn third base to con- 
gratulate himself on his progress never makes 


a home run. 
* * * 


Many men become rut-bound because they 
are satisfied with mediocre success. The great- 
est foe of real success is self-satisfaction. 

* *& * 


“Job fillers” never add weight to a concern’s 


earning power. 
* * * 


Usually the man who complains loudest and 
longest about lack of opportunity wouldn’t rec- 


ognize an opportunity. if he saw one. 
* * * 





The reason some men fail to see their oppor- 
tunities is because their eyes are out of focus 
from watching the clock. 


To see one’s self is to be clear sighted. 


The Friendly Road 


Dame Fortune has little time to expend on 
men who have to be readjusted every time con- 
ditions change. She always has a smile for the 


self-adjuster. 
* * * 


“Sad is his lot, for him no hearse; 
His day is passsed, the public show it. 
That’s bad, no doubt: but what is worse 
To be a dead one and not know it.” 
* * * 


The eye is harder to please than the stomach. 

A bridled tongue is a guaranty of a care-free 
heart. 

A man learns little from victory—much from 
defeat.—Japanese Sayings. 


ae 


The greatest day in any man’s life is when 
he truly begins to discover himsélf. -One dis- 
covery leads to another, until he finds a depth 
of wealth in his own possibilities. 

* x * 


The business man who doesn’t believe in ad- 
vertising belongs in the same category with the 
farmer who doesn’t believe in fertilizing his 
fields. 


a 


“I’m not superstitious but I always take my 
hat off when introduced to a lady.”—New York 
Daily News. 


* %& & 


Strange how some hard-headed business men 
fall for certain forms of flattery. We know quite 
a few able citizens who listen to the smooth yet 
basically ignorant talker and ignore the man who 
is quiet but efficient. Verily, verily many a man 
is taken at his own valuation if he is a good press 
agent in himself. 

* * * 

Ask any rich man how to make money and he 
will invariably say, “Save your money,” but 
mighty few of them will ever give you inside 
information as to the proper investments to make 
in order to make that saved money multiply. 

* * * 


Whether collections are good or bad depends 


on the collector. 
‘ * * *% 


‘The man who steals another person’s ideas, 
and tries to build up credit for himself upon 
other people’s achievements is worse than a com- 
mon thief; he is a parasite of the most pitiful 

| type, who practices self-deception, stunts his own 


, brain and prostitutes his own self-respect to a 


ee * + 


* * * Pe and diseased egoism. 


Much wealth will not come if a little does / 


not go.—Chinese Proverbs. / 


The root of all evil is neither gold nor women, 
but just ordinary prejudice. 
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The American 
Hardware 
Stores, Inc. 

of Bridgeport, 

Conn., Turns Over 

$3,000 in Dairy . 

Supplies Four 


Times a Year 


(a 
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ILK has _al- 
ways been an 
important ar- 

ticle of human food, 
and according to his- 
tory the making of 
butter and cheese has 
been practiced since 
the beginning of hu- 
man intelligence. But 
Jesse Williams of 
Oneida County, New 
York is credited with 
having established 
the first cheese fac- 
tory in the world in 
1860. Since then the 
records state, the 
principles of modern 
dairying have been 
developed to their 
present efficiency. 

In the United 
States, as well as in 
Europe, all kinds of 
dairy operations, 
from milking the cows to churning 
butter and making cheese, were for 
a long time done by women on the 
farms. 

“Under such conditions,” says 
H. H. Wing, an authority on the 


Milk pails, cans, churns and bottle carriers make this dairy supplies win- 
dow of the American Hardware Stores, Inc., complete in every detail. 
Bunches of Mexican basket grass add to the attractiveness of the display 


subject, “while there was a wide 
diversity in the quality of the prod- 
uct, much of ‘it being inferior, cer- 
tain localities, either because of 
natural advantages, or by reason of 
the skill of the dairy women, be- 


Advertising, 
Personal 
Solicitation, 
Circulars and 
Window Displays 
Responsible 
for This 
Record 


came famed for the 
peculiar qualities of 
their dairy products. 
A most striking in- 
stance of this is the 
many characteristic 
and peculiar varieties 
of cheese for which 
France and Switzer- 
land are noted. 

“The introduction 
of the factory system 
for the manufacture 
of dairy products,” 
he continues, “marks 
the era when dairy 
husbandry may be 
said to have become 
a distinct branch of 
agriculture. Fac- 
tories for the manu- 
facture of butter 
soon followed the es- 
tablishment of cheese 
factories, and both 
rapidly increased in 
numbers. A primary effect of the 
factory system was the production 
of a better and more uniform grade 
of product. This led to increased 
consumption, and consequently 
greatly stimulated production. 
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“Since the introduction of the 
factory system the two most impor- 
tant influences in the development 
of ‘the dairy industry has been the 
invention of the centrifugal. ma- 
chine for the separation of cream 
from milk, whereby a great economy 
in the manufacture of butter is se- 
cured and the discovery of methods 
determining the amount of fat in 
milk rapidly, cheaply and accurate- 
ly, whereby a great aid is given to 
the selection and improvement of 
dairy cows.” 

Indirectly, all of this explains 
why it is possible for the Ameri- 
can Hardware Stores, Inc., to sell 
approximately $12,000 worth of 
milk pails, butter churns, dippers, 
bottle carriers and the many other 
things that make up a Hne of dairy 
supplies, in the congested, manu- 
facturing city of Bridgeport, Conn. 


Four Turnovers a Year 


The American Hardware Stores, 
Inc., carries a $3,000 stock of dairy 
supplies which is turned over four 
times a year. 

There are eight dairies in Bridge- 
port. Salesmen from the American 
Hardware Stores, Inc., include these 
dairies among the places they have 
listed in their daily memoranda 
books. 

By being able to supply the 
dairies with containers, cream sepa- 
rators, bottle carriers, dippers and 
so forth, these hardware salesmen 
are also in a position to obtain or- 
ders for many other articles, such 
as tools and factory supplies of all 
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kinds such as are used in dairies. 

Quite often some of the farmers 
who sell milk and cream to one of 
the dairies will write in to inquire 
where they can obtain some article 
for dairy use and the inquiry will 
be referred to the American Hard- 
ware Stores. A salesman will then 
visit the farmer whenever possible, 
not only for the purpose of selling 
him the particular article he de- 
sires, but also to get acquainted 
with him, with his locality and 
with his possibilities as a general 
customer. 


Going After the Business 


These salesmen, however, do not 
wait for some dairy to forward a 
farmer’s inquiry to them. There 
are special salesmen who visit the 
farmers for many miles up and 
down the Connecticut Valley, and 
who have been responsible not only 
for developing a large business for 
their firm, but also for assisting the 
farmers in the selection of many 
agricultural and dairy implements, 
which have enabled them to enjoy 
better living conditions on better 
yielding farms. 

It may, perhaps, be interesting 
for other hardware merchants, in- 
terested in the sale of dairy equip- 
ment, to observe some of the de- 
tails of the American Hardware 
Stores’ window display which illus- 
trates this article. Incidentally, it 
should be mentioned that Bridge- 
port is a shopping center for many 
people who live near enough to 
reach the city within two hours. 
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Many farmers do most of their 
buying at Bridgeport. Consequent- 
ly, the windows of this firm are 
changed frequently, and because 
there are eight or more windows it 
is possible to arrange numerous dis- 
plays to attract the attention of 
nearly every class of trade. 

In this display, which has been 
reproduced, it will be seen that only 
the most essential articles are 
shown, although there are a few 
items which, through the associa- 
tion of ideas, give an observer the 
impression that there is more to be 
seen than is actually shown. Milk 
pails, milk cans, lanterns, butter 
churns, halter chains, dippers, bot- 
tle carriers, non-spill dairy pails, 
cream separators, cream cans, stall 
yokes, cow bells and detachable 
spouts include practically every- 
thing that there is in the window. 
Yet there is neither confusion nor 
overcrowding. Mexican _ basket 
grass, which many farmers are now 
using for tieing vegetables, is sus- 
pended from the wall on one side 
of the window. 


No Interference Allowed 


It is by means of displays of this 
kind, frequently changed, by ad- 
vertising, circularizing and _ per- 
sonal visits that -the American 
Hardware Stores has been able to 
develop one of the largest hardware 
establishments in the East. Every 


line carried receives its full pro- 
portion of special attention and 
nothing is allowed to interfere with 
this policy. 





The cows are in the pasture, and the bees are making 


honey, 


The merchant’s by his cash drawer 


money, 
For he has sold some dairy pails and crystal butter 


churns, 


And every time he makes a sale there’s something else 


he learns. 


: , stock, 
counting out his 


wives 


There’s always something different to be added to the 


For people in the country and on every city block; f 
The farmers and the laborers, the magnates and their 


Depend upon the merchant to convenient-ize their 


lives.—C. D. 
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Building Plus Tools Means Hardware Profits 


Increased Building 
Throughout the 
Country Will Result 
in an Added 


Demand for Tools— 
Examples of Worth 
While Tool Windows 


HATEVER a hardware mer- 

W\ chant may think regarding 

the handling of some of the 
various specialties now carried in 
many hardware stores, there is no 
question in his mind about the ad- 
visability of handling tools. Tools 
are just as essential to the hard- 
ware stock as sugar in the grocery 
store. Sometimes it is to be won- 
dered if merchants don’t take these 
stable lines too much for granted 
and fail to get behind them with 
the steam necessary to increase 
sales. 

There seems to be a human ten- 
dency to let well enough alone, and 
as long as there is a steady demand 
we are apt to take care of it and 
forget that such a demand could 
be considerably increased. Tools 
and hardware stores started about 
the same time, which was long, long 
ago. The two have gone hand in 
hand and while other lines of busi- 
ness carry hardware items they 
seldom encroach on the tool lines. 
It would seem, therefore, that tools 
of all descriptions belong solely to 
the hardware store. This is quite 
true and in many organizations they 
form the backbone of the business. 


Tools Parallel Civilization 


There is a good deal of romance 
connected with the development of 
the tools we use to-day. The old 
pioneers had no such tools as are 
to be found cn the counters of the 
hardware stores to-day, yet they 
used the inefficient and crude im- 





Displaying fine tools on velvet served to draw attention to this window of the 
Van Devoort Hardware Co., Lansing, Mich. 


plements they had to blaze the way 
through the thick forests of a new 
and unsettled country. With their 
primitive tools they hewed the 
timber, built the churches and 
school houses as well as the. log 
cabins in which they lived. 

As these rough, old, sturdy build- 
ings of our forefathers gave way to 
the better and finer buildings that 
grace our country to-day the tools 
also became better and finer. The 
manufacture of tools to-day repre- 
sents the latest in development. 
Imagine one of the old settlers hav- 
ing access to the axes, hammers and 


Mn 


saws of the kind carried in a mod- 
ern hardware store. Just think 
how much time and labor could 
have been saved and the results 
which would have been accom- 
plished. 

The hardware merchant can offer 
to his customers one of the most 
highly developed lines of merchan- 
dise in existence. America is noted 
for its fine tools and when it comes 
to very fine and delicate mechanical 
tools we lead the world. Our meth- 
ods of manufacture enable us to 
produce lines which run uniformly 
the same. Hammers have been 


During the period of the war building was practically suspended with the result that a housing shortage developed 
and rents soared. That shortage still exists and rents are still extraordinarily high, but there is a ray of light in 
the situation owing to the tremendous building programs which are being put into operation in practically every 
section of the country. One million homes are needed and one million homes will eventually be built. Tools 
will be needed to build them and it is up to the hardware merchant to supply the demand. Think it over and cash 


in on the opportunity 
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studied as to balance and there is 
not a single feature on any tool 
that has not been the subject of ex- 
haustive research and study. Amer- 
ican tools have played their part in 
the construction of the world’s 
greatest buildings and structures. 


American Tools Are Leaders 


Every hardware merchant should 
be proud to offer his customers 
American tools. He should not 
only offer them but he should do a 
great deal towards educating his 
trade to use better tools and to 
keep proper supplies on hand. 

During the war building opera- 
tions practically stopped. Prices 


750. 


TOOLS 
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building their own dwelling places. 

Bank deposits show that savings 
have greatly increased, and permits 
being issued for building purposes 
are about 50 to 60 per cent greater 
than last year. Each day is show- 
ing large increases in the number of 
homes going up. Some people are 
optimistic enough to believe that 
we are starting on a real building 
boom. 

The manufacturer points with 
pride at the increased orders for 
tool lines and spring is bringing 
good busihess in these lines into 
every hardware store. Whether 
there is much new building in your 
community there is a lot of repair 
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but it appeals to the average man 
as well. The other window had as 
its center attraction a mechanical 
device showing hack saw blades, 
Little mechanical figures represent- 
ing imps were pounding the blades 
with hammers, and the action of 
these figures kept a _ good-sized 
crowd in front of the windows at all 
times. 


Good Display of Saws 
Various kinds of saws were dis- 
played on panels covered with felt 
and other material and formed a 
very pleasing background. All 


sorts of tools needed: by the car- 
penter and the mechanic were on 


Approximately 750 tools were displayed in this window by the Warner Hardware Co. and yet there is no suggestion of crowding. 


rose to prohibitive peaks and labor 
was almost unobtainable. This was 
noticed chiefly in the case of the 
small home builders. The man who 
had to save every penny could not 
afford to build his much needed 
home under such conditions. The 
result was that he had to put his 
money aside until prices and labor 
reached a level within his means. 
Our nation is short approximate- 
ly 1,000,000 homes to-day. . People 
are in desperate need of new dwell- 
ings. families are being raised and 
larger quarters are needed. Rents 
have not come down as fast as other 
things and to-day we find thousands 
of people actually interested in 


The pancls were largely responsible for that 


work to be done and some altera- 
tions to be made, so the tool demand 
will be there anyhow. 


Two Louisville Windows 


The illustrations accompanying 
this article represent displays which 
have increased sales. Two pictures 
are shown from the Bomar-Sum- 
mers Hardware Co., Louisville, Ky. 
The one with the two fan-shaped 
displays of saws in the background 
is attention-compelling in every re- 
spect, and no person who had occa- 
sion to use a saw could help from 
stopping and looking this window 
over. It was designed to appeal to 
the professional user of good tools, 


display. 


The home owner found ' 
many items he needed for his spring 
work around the house, garage or 
barn. 

The Van: Dervoort Hardware Co., 


Lansing, Mich., very successful 
with -their tool window, which 
was trimmed by Del Van Dervoort. 
Notice the background display 
panels and the artistic manner in 
which the tools were displayed. 
Some of the finer tools were shown 
on velvet, which gave a rich effect. 

Over 750 tools were used in the 
display of the Warner Hardware Co., 
Minneapolis, Minn. By the means 
of panels and carefully arranged 
designs an exceptionally attractive 
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Carpenters, be they professionals or amateurs, could not pass this window of the Bomar-Summers Hardware Co., Louisville, 
Ky., without stopping to investigate the saws which are shown. Note the manner in which the two fan-shaped displays arrest 


window was offered to the public. 
It drew trade and fixed in the minds 
of the people who saw it that their 
entire requirements could be taken 
care of without any delays at the 
Warner store. : ; 
These windows offer suggestions 
to every hardware merchant who is 
desirous of increasing his sales. 


the casual glance 


The time to go after this kind of 
business is the present. Many 
merchants are advertising one item 
as a special for the householders, 
for instance, a hammer or a saw, 


_and the results from increased sales 


in all lines have been more than 
satisfactory. 
Bear in mind the fact that people 


want to build and they are going to 
be obliged to start operations soon, 
and the live hardware merchant is 
going to help start the building 


_movement in his town not only for 


his own increased business but be- 
cause every town has to expand and 
grow to keep up with the growing 


‘country. 


° 
Here is another display of the same company. Small mechanical figures continually pounding on saw blades served to catch the 
eyes of the passersby and the tools themselves did the rest 
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AUTO 
JACKS 


NHE easiest numerals for the be- 
ginner to learn are shown in 
this intsalment and are known 

as the “thick-and-thin” for the rea- 
son the the thickest or the shaded 
part of each numeral is just twice 
the width of the thinnest part. A 
lettering brush is generally selected 
which when fully spread out makes 
a stroke the exact width of the thin 
elements, so naturally two strokes 
joining form the thicker elements. 

These numerals belong to the al- 

phabet published in HARDWARE AGE 
of April 6, and 

are particularly 

adapted for auto j 
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The Value of Thick and Thin Numerals 


This Type of Numeral Is 
Not Only Easy to Make 
But Is Exceptionally 
Effective in Appearance 
Both for Show-Cards 
and Price Tickets— 


Suggestions for Beginners 


By JOSEPH BERTRAM JOWITT 


comes the skeleton outline with the 
arrows indicating the direction the 
different strokes should be taken, 
then the numbers indicating the se- 
quence of each stroke. Then comes 
the dotted outline showing the basic 
part of the numeral. And lastly the 
filling-in process of the figure. 

To outline the figure 1, the brush 
is held between the thumb and first 
two fingers (as you would draw a 
straight line with a pencil). In 
making strokes one and two, begin 
at the top line and draw the stroke 


THICK-AND-THIN NUMERALS 
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downward, stopping when within a 
fraction of the bottom guide line. 
The finishing strokes three and four 
are made by turning or rolling the 
brush sideways between the fingers. 
This same. position is necessary 
when making .all the horizontal 
strokes as follows:’strokes three and 
six, at the bottom of figure 2; strokes 
five and six, crossing the figure 4; 
strokes three and four, forming the 
top of the numeral 5; strokes one, 
three and six, at top and bottom of 
figure 7. The circular strokes in the 
figures 2, 3, 5, 
6, 8, 9 and 0 are 
made by rolling 





accessory price 
tickets on = ac- 
count of their 
simplicity and 
legibility. 








Instructions in 








the brush 
between the 
fingers and not 
by twisting the 
arm or wrist. 


A Helpful 





Making Letters 





The accom- 
panying plate 
with the vari- 
ous different 
diagrams show- 
ing the construc- 
tion of each 
numeral in sev- 
eral different 
ways is_ prac- 
tically foolproof. 

First, there 
are the horizon- 
tal guide lines 











designating the 
height of the 
figures, then 


alii 


By studying this plate carefully and reading the accompanying text the beginner will 
be able to absorb considerable knowledge regarding this type of numeral 


Suggestion 


There is 80 
much similarity 
between some of 
these numerals 
that if the be- 
ginner will 
practice on the 
figures 8, 6 and 
9 he will be able 
to form the 
other circular 
strokes as these 
three figures 
are considered 
to be the most 
difficult of all 
numerals. 

















April 20, 1922 


An idea which will help consider- 
ably in drawing the outline of these 
numerals is to cut two strips of card- 
poard the exact width of the thick 
and thin strokes you wish to make. 
Hold the pattern in place and draw 
the outline around in lead pencil. If 
the beginner finds that his hand 
shakes too much when drawing a 
straight line with the brush he may 
overcome this by using a yardstick 
or any other straight edge. First 
place the yardstick flat upon the card 
and hold the brush between the 
thumb and first finger, resting the 
tips of the other three fingers on 
edge of yardstick. As the hand is 
drawn along the line will be. per- 
fectly straight. 

Do not use a large-sized brush for 
outlining or a small brush for filling 
in. The proper sized brushes for all 
outlining work are numbers 4, 6 and 
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This card tells the story of lay-out 
completely 
8. Use numbers 10, 12 and 14 for 
filling in. The hardware store is 
the logical place to buy auto accesso- 
ries; the hard school of experience 
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AUTO NEEDS 
10 suggestions © 
Moto Meters, 
Bumpers. 
Shock Absorbers 
Bulbs, 
| Lubricants, 
' Tires, Tubes, 
' Tube Cement 
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A suggested accessory show-card 


has taught the mechanic and auto 
owner that the best tools are not 
only the cheapest in the end but the 
only ones to be relied upon. 

Of course there are customers who 
do not care very much what the 
price of an article is, particularly if 
they are in need of it and it suits 
their requirements. But on the other 
hand there are many “window shop- 
pers’”’ who are persuaded to buy by 
these “silent salesmen,” the price 
tickets, and these customers are de- 
cidedly in the majority. 

When one stops to think that with 
a little consistent practice, proper in- 
structions and with an _ up-to-date 
outfit how simple it is to write price 
tickets eight out of ten salesmen are 
sure to be successful. 


A Practical Demonstration 
The reader’s attention is directed 
to the price card featuring “Fire 
Extinguishers” where the whole 


story of lay-out is simply told. All 
the lettering on this ticket is cor- 
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rectly spaced excepting the word 
“Extinguishers.” This was done on 
purpose to show how words are 
sometimes crowded to fit in a given 
space when it is really not necessary 
at all. There are thirteen letters in 
this word and in order for it to be 
spaced properly the center line 
should pierce the letter “u’” instead 
of letter “g.” It is an easy matter 
to divide each word at the right and 
left of the center line. Bad spacing 
may sometimes be disguised by 
shading the letters with a little gray. 
The inside marginal line is drawn in 
pencil as is the outside line. No let- 
tering should ever extend beyond the 
outside line. The gray border line 
is generally the last piece of work 
done on the card. Window tickets 
of this character should be either 
4x6or5-x 7 in. 

The card featuring “Grease Guns” 


oa betes 
‘GREASE 


| 30° 


An example, of accurate spacing and 
outlining 
shows an accurately spaced and out- 
lined ticket ready to be filled in and 
the other two illustrations show 
completed tickets. . 


Furnishing the Figures to Your Customers 


F what articles do you sell the 
the greatest quantities, Mr. 
Hardware Dealer? 

Of what articles do you sell the 
greatest tonnage? 

During what hours of the day is 
your store the busiest in waiting on 
customers? 

It would be very interesting to all 
the readers of your advertisements 
if you would dig this information 





Here Is a Novel Way of 
Arousing Interest in Your Store 


out of your records and present it 
to the public through the medium of 
your ads. Most people would, in 
fact, find an ad based on this infor- 
mation much more interesting than 
any other kind of an ad you could 
run and such an ad should, there- 
fore, prove to be much more effective 
than an ordinary ad. 

You could, too, base a very inter- 
esting window display on this infor- 


mation. You could arrange samples 
in your display of the articles of 
which you sell the greatest quanti- 
ties, odd articles which are called 
for most rarely, articles of which 
you sell the greatest tonnage and so 
on. Such a display would stimulate 
interest in these articles and help 
you sell more of them. 

Engage in some such promotion 
work as is outlined above NOW! 
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Selling Seeds and 


Fertilizer by the 


Co., New London, Conn., 


Supplies Both Individuals and 

Organizations with Seeds and Farm | 
Material by Reason of Prompt 
and Efficient Service—Other 


Examples of Seed Success / 


PRING is already with us. 
S Poplar trees have begun to shed 

and the grass is getting green. 
The business man is not even wear- 
ing his top coat regularly, but the 
surest sign of all is seen in the 
planting of flower and vegetable 
gardens. 

Get out into the suburban dis- 
tricts of a Sunday morning or Satur- 
day afternoon and find the com- 
muters digging into their flower 
beds, trimming the turf edge, spad- 
ing up prospective vegetable gardens 
and inspecting their garden hose. 
While the churchgeers troop by the 
sinful suburbanite toils away pre- 
paring his garden for the flowers and 
vegetables which are to follow. 


Playing Up To the Home Gardener 


To begin with, he needs a spading 
fork, a garden spade, a hoe, prob- 
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The Aben Hardware Co. believes in making its seed department con- 
venient for the customer and this illustration proves it 


ably two rakes, a roller, and any 
number of seeds. What a wonderful 
time for the hardware dealer? It is 
no time for him to succumb to spring 
fever, but it is up to him to get 
busier than ever. He has two fine 
sales stories to use on this class of 
trade. First take flowers. Every- 
body likes the fragrance and beauty 
of flowers either growing or on the 
table. Then remember that home- 
grown vegetables are economical 
and fresh and furnish fun for the 
home gardener — there’s another 
story. Make the most of both of 
them. 

Emphasize in your advertising 
the fact that your Store offers a 
variety of seeds and garden equip- 
ment that can’t be beaten. Dwell 


upon the convenience of your store— 
then get ready to sell. 

It has been done and will be done, 
not only in the suburban districts, 
but also in rural districts where the 
large farms require large quantities 
of seeds, shovels, forks, rakes and 
hoes by the dozen. 

The farmers in New London, Conn., 
formed a buying pool a few years 
ago and threatened to decrease the 
amount of the seed and equipment 
business previously carried on by the 
Aben Hardware Co. This firm had 
been selling fertilizer by the ton to 
farm operators. Sales of this line 
often exceeded 300 tons at a worth 
while profit. The annual seed busi- 
ness to this trade ran into a couple 
of thousand dollars and the farming 


Seeds, garden tools and implements go hand in hand. Here’s a well arranged window of the American Hardware Stores, Inc., 
Bridgeport, Conn., which features the articles used in preparing the way for spring planting 
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tools and implements sold repre- 
sented a business that could not be 
lost. 

The pool of the local soil tillers 
was called the New London Farmers’ 
Exchange. A professional purchas- 
ing representative was hired and a 
secretary who worked for a retainer, 
plus a commission, and a refund on 
expenses. 

The idea looked like a good one to 
the farmers and they felt that the 
time had come when they would be 
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the farmers’ pool were checked off 
against lack of organization which 
may be always experienced on a first 
attempt of any kind. The second 
year showed the same saving on big 
shipments and a decidedly worse 
brand of service. 


Giving Real Service 


After two years of this the Farm- 
er’s Exchange was willing to listen 
to a representative of the Aben 
Hardware Co. A proposition was 
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pooda runs up into goodly figures 
and is grouped on display in the 
center of the store. Bins and bottles 
are used for the hardy type of seeds 
and packages for fancy vegetables 
and garden flowers. Each season 
the Aben Hardware Co. issues a 
booklet on its line of seeds. This 
booklet is sent to all farmers in the 
territory just a week before plant- 
ing time. 

It was during 1921 that the Aben 
Hardware Co. secured the business 


The Fowler & Sellars Co., White Plains, N. Y., shows its package seeds in racks over bins containing seeds which are sold in bulk. 
To the right are seen large metal bins holding the different varieties of grass seed 


able to save considerable money on 
their purchases. There was no deny- 
ing the fact that their bills per in- 
dividual ran lower when a large 
order went through, but the sad 
part of it was that if one man wanted 
something that wasn’t in demand by 
at least eleven others the bill often 
ran higher. The farmer also had 
the pleasure of waiting indefinitely 
for his wants to be taken care of, 
then at some inconvenient time he 
would be notified that a package or 
shipment waited his claim at the 
New London freight station. 

The first year the bad features of 


made to the exchange that took an 
almost unanimous vote. This pro- 
gressive hardware firm was to act 
as purchasing headquarters without 
extra commission. A _ special dis- 
count was to be given to all members 
of the exchange. The strongest 
point in favor of the hardware firm 
was the fact that a farmer could 
walk into the store any day of the 
week, buy what he wanted and take 
the needed articles home with him. 
This arrangement kept the money in 
New London and gave the farmers 
assurance of real service. 

The Aben Hardware Co.’s stock of 


of the exchange and its sales in 
fertilizer alone amounted to 500 
tons during that period. Business 
in seeds and tools was proportion- 
ately as large. 

The Fowler & Sellars Co., White 
Plains, N. Y., also has a seed depart- 
ment which would serve as a splen- 
did model for other hardware mer- 
chants to pattern after. This consists 
mainly of a slanting rack with nu- 
merous small bins at top containing 
the package seeds and below that 
seeds in bulk sold by the pound. A 
table counter is used for displaying 
insecticides, sprayers and specials. 

















































































































Ludlow & Squier, Newark, N. J., racks its stock of lawn and gardening tools in 
the above convenient fashion. Keep goods where customers can see them and sales 
will take care of themselves 


Below this counter various kinds of 
grass seéd are placed in large metal 
bins which are. painted red, with 
white. lettering to identify the 
variety of the seed. 


Seed By the Carload 


This firm goes after the seed and 
fertilizer intensely and the sales run 
annually inte about $10,000. Joseph 


Young has charge of seeds and tells 
us that shipments are received in 
February. A carload of potatoes is 
sold annually and the same amount 
of bulk seed passes over the counter. 
Both of these are half sold out be- 
fore arrival, as Mr. Young’ or: one of 
his assistants make personal visits 
to the farmers living in the vicinity 
of White Plains. In addition to their 


Promoting Hardware Sales at a Party 
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big seed business, this store sold ten 
carloads of fertilizer last year, 
About Nov. 15 orders are placed with 
seed distributors for about two- 
thirds of the amount sold the previous 
season. Deliveries are called for 
February. March 1 and May 1 
usually are the dates for the large 
reorders. 

The regular seed stock carried by 
the Fowler & Sellars Co. averages in 
value from $5,000 to $6,000. This 
gives the firm a good range of stock 
with sufficient quantities. 

In season this company uses its 
windows to advantage, combining 
seeds with the various necessary 
tools. This is a point to remember, 
for the man who is buying seeds or 
fertilizer intends to make the most 
out of his farm, or garden, and he 
will want equipment. He will need a 
full set of garden tools. Many will 
want wheel cultivators, and the big 
ones may need plows, and harrows, 

A good window combining garden 
tools and seeds is always in order 
at the present time. The American 
Hardware Stores, Inc., Bridgeport, 
Conn., dresses one of its window 
sections up with this class of goods 
each week during the season. These 
displays attract the attention of 
many of the Connecticut farmers who 
come to Bridgeport to fill their home 
and farm needs. It also creates a 
demand for the smaller class of tools 
used by those who live on the out- 
skirts of the town. 





Here Is a New Thought on Securing Publicity 


A 7OQULD you mind lending:a 

part of your hardware stock 
to one of your girl employees so 
that she could take it to a party? 
Especially if she wanted to make it 
plain that her work in dealing with 
hardware goods was something to 
be a bit proud of and she wanted 
the guests to see with their own 
eyes just what she handled? Such 
a party was a success with girls 
who work in factories where some 
things handled in hardware stores 
are made: it ought to work out with 
girls employed by dealers. 

When ‘the ‘Industrial Service 
Center of the Young Woman’s 
Christian Association of Chicago 
recently held open house there was 
no lack of contact between girl 
members employed by two firms that 
make things for the home and the 








for the Merchandise You Carry in Your Store 


By- RoBert S. MERRILL 


club women who were guests. These 
girls had something they knew 
would interest almost any woman 
and they could talk about them— 
because they helped make them. 
Girls from one factory exhibited 
enameled iron kitchen tables and 
chairs, lamps and duplex lighting 
sockets. The young women from 
the other plant brought a toy mo- 
tor and a toy washing machine. Al- 
though the girls explained how 
these devices were made, their part 
in the work, and explained their 
good points, there was no attempt 
made at out-and-out selling or ad- 
vertising. This idea originated 
with the service center but is easily 
adaptable to any organization of 
working girls in connection with a 
public gathering. 

Besides the house furnishings 


shown there were exhibited by the 
girls from the factories that inade 
them such things as corsets, gloves, 
mittens, addressing machines, can- 
dy, inks, paste, show card colors, 
sport coats and other garments. 


Leavitt Joins Hall Forces 


Mr. Leavitt, formerly with T. F. 
Leavitt & Son, and more recently with 
the Hennepin Hardware Co. of Minne- 
apolis, has recently entered the employ 
of the Hall Hardware Co., wholesalers, 
of Minneapolis, as buyer. 


Winchester stores throughout the 
United States are distributing 32-page 
pocket catalogs on Winchester fishing 
tackle, Winchester guns and ammuni- 
tion, Winchester tools and an eight- 
page catalog on Winchester flash- 
lights. 
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Making $1,500 in Sixty Days on a $3,000 Stock 


That Is What the Green Bay Hardware Co., Did with Its 
Chinaware Department — Related Lines Show 
Increase as Result of Added Interest 


HEY came, they saw, they 
bought, and the merchant con- 
quered. 

Women of Green. Bay, Wis., re- 
cently flocked to the store of the 
Green Bay Hardware Co. following 
the announcement of the opening of 
this store’s department of imported 
and decorated china. The mere an- 
nouncement of the opening of such 
a department would not excite any 
thrill in the average woman’s mind 
for there is china of many kinds, 
and it is only the dainty quality 
product of dignified lines that finds 
its way to the tables in the homes 
where there is money to spend as 
fancy dictates. 

Special inducements were used in 
bringing first-time visitors to view 
the display. Up to the minute adver- 
tising did the business and the in- 
troduction of the latest addition to 
the family of departments in the 
store was complete. On a stock of 
$3,000 skilfully selected so as to 
give a pleasing variety, sales of 


$1,500 were reported in the first 
sixty days. 

The comments of Mr. Walters, the 
head of the firm, are interesting. As 
explained by him, one of the imme- 
diate effects of the adding of china- 
ware were the noted increases in the 
sales of silverware, plated ware and 
table cutlery. 

This is accounted for by the added 
number of women patrons of the 
store. The sale of the above men- 
tioned class of goods as a whole 
showed a natural reaction, and the 
effect on the housefurnishing de- 
partment was wholesome. The ten- 
dency was towards increased sales 
in quality lines. 

“Men who usually hesitated in go- 
ing into a department store to pur- 
chase gifts for their wives and 
mothers, shopped with freedom new 
to them and bought freely of china 
and silverware,” said Mr. Walters. 
“In fact, the adding of this depart- 
ment is responsible for some of the 
best trade we have ever enjoyed.” 





This. china.and glassware department, although comparatively limited in size, brought $1,500 in sixty days 


Hardware Co. of Green Bay, Wis. 


New lines are a fruitful source of 
profits when added to a store’s pres- 
ent lines, and are handled without 
a material increase in overhead. 
Based upon observation and analysis 
of crockery and chinaware depart- 
ments in hardware stores, we feel 
justified in passing these suggestions 
along for the good of the trade. 

Analyze your trade before at- 
tempting to open such a department. 
A small line of inexpensive crockery 
in keeping with size of the small 
town will not be a money maker. In 
the larger city, study the stocks now 
carried by the department stores. 
Aim to equal them, or even take the 
lead in quality and assortment. 
Sufficient room for an attractive dis- 
play of such merchandise must be 
found. An experienced sales person, 
preferably a woman, should be in 
charge. Neatness in arrangement 
and freedom from dust are essen- 
tial. If you build this department, 
as stores are planned that cater to 
women, it will prove a trade builder. 








to the Green Bay 
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Joining Health Propaganda and Screen Sales 
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Screens and Screen Doors Offer Adequate Protec- 
tion Against Flies and Other Insect Pests—Sug- 
gestions for Getting Business in This Line 


PRING is the season during 
S which earth sheds its win- 
ter mantle and assumes a 
newer and more beautiful costume; 
it is the season of beauty, joy and 
youth. But although there are 
flowers and sunshine in profusion 
there are also a number of objec- 
tionable features. Flies, mosquitos, 
gnats, and every imaginable insect 
pest appear in countless millions in 
every place possible. “Swat the fly” 
was a fine slogan, catchy and with a 
good purpose, but it is impossible to 
exterminate insects for you can only 
kill those with which you come in 
contact. You can, however, keep 
them out of your home, your offices 
and schools. This can only be done 
by adequate screening of doors and 
windows. 

Every year the school children 
throughout the land are taught the 
danger of the common house fly. 
Local health authorities, in conjunc- 
tion with tuberculosis prevention 
societies, spread printed propaganda 
regarding the menace to health 


brought about by careless indiffer- 
ence to barring the house fly from 
sleeping chambers, dining rooms and 
kitchens. 


Disease Prevention Ptopaganda 


Hardware merchants should tie up 
to this propaganda with local adver- 
tising and a disease prevention 
manual of their own. The data may 
be obtained from the daily news- 


papers, the board of health and the- 


heads of schools. Statistics gath- 
ered annually show appalling num- 
bers of deaths due entirely to infec- 
tion originating from unknown 
sources, unknown to the laymen but 
probably due to flies which breed, 
feed and live in filth. 

In addition to the story of the 
dangers of this annual pest, there 
should be a talk on screening linked 
up with the stock of screen doors and 
window screens that you have on 
sale. 

Your windows will give you a fine 
introduction to the residents of your 
community. A show card with a 


board of health statement on flies 
and the value of adequate. screening 
could be shown in connection with a 
neat display of screens. Window 
material can always be obtained 
from the manufacturers who make 
the line you carry. You have an ap- 
peal which is of interest to every- 
one. The children are primed up on 
open windows with screens for bed- 
rooms and the hardware dealer can 
cash in on his own efforts aided by 
public sentiment that is sure to be 
aroused. 

In addition to the replacement 
business for screens one must re- 
member that building programs in 
all parts of the country are on the 
increase and have already assumed 
large proportions. Let one of your 
salesmen keep posted on the build- 
ings that are going up in your town. 
When he goes to sell builders’ hard- 
ware tell him to remember screens 
for the doors and windows. On a 
contract for an entire building it 
will probably be worth while offer- 
ing a small yet attractive discount. 
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HE last few years have shown conclusive- 
ly that business men must take more in- 
terest in the public schools. People think 

as they have been trained to think. They fig- 
ure as they have been taught to figure. The in- 
correct basis of teaching is largely responsible 
for the way the public views the retail merchant 
to-day. 

The methods taught in the ordinary public 
school are not applicable to business. Students 
are not given practical instruction regarding 
margin and profit. Their text books make no 
reference to the cost of doing business. Their 
schooling trains them to believe that the mer- 
chant is a profiteer—that his prices are exorbi- 
tant. Meanwhile those most interested—the 
business men—are doing practically nothing to 
correct the situation. 

Have you ever had occasion to examine a 
standard text book on arithmetic, such as is 
used in the grammar schools of the country? A 
careful study of one may prove a revelation to 
you. For example, a certain problem reads as 
follows: A merchant buys a screw driver for 
30 cents and sells it for 35 cents. What is his 
percentage of profit? A book of answers to the 
problems in the text book is in possession of the 
teachers. According to the book the answer to 
the above problem is 16 2/3 per cent. What fal- 
lacy! Evidently the man who originated the 
problem never served an apprenticeship behind 
a retail counter. 

He takes it for granted that as the increase of 
5 is one-sixth of 30, the percentage of profit 
must of necessity be 16 2/3 per cent. Such a 
thing as overhead expense does not enter into 
his calculation. He likewise fails to take into 
account the fact that profit must be figured on 
the selling price and not on the cost. As a mat- 
ter of fact the average merchant who bought an 
article for 30 cents and sold it for 35 cents would 
be losing money since it costs him approximately 
20 per cent to stock the article and sell it. 

In many schools to-day children are led to 
infer that an article bought for 30 cents and sold 
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What the Public Thinks and Why 





for 35 cents, yields the merchant a handsome 
profit. They naturally conceive the idea that 
retail merchants are obtaining enormous profits 
on the goods they sell. Is it unreasonable to sup- 
pose that these children will eventually regard 
the retailer as a robber and that they will be 
easy customers for mail-order houses? Certain- 
ly they will take catalog prices at their face 
value, and forget to figure freight charges. 

Talks with teachers in public schools reveal 
that a large percentage of them are honestly 
ignorant of business methods. When convinced 
that their teachings in regard to profit are in- 
correct many of them seem more than will- 
ing to change. There are a few, however, who 
consider it presumptuous to question the abso- 
lute correctness and completeness of books pro- 
duced by so-called experts. Instructors of this 
type form a positive menace to practical busi- 
ness, since they violently oppose any revision of 
text books or methods. 

With the enormous waste resulting from un- 
necessary business failures, certainly the in- 
fluence of incorrect teaching on these failures 
merits thought and investigation. We suggest 
that the various associations of business men 
make it a point to urge the teaching of practical 
arithmetic in our public schools; to insist that 


-the present system under which students are 


taught to figure profits on "the cost, without ref- 
erence to overhead, be changed to conform with 
business principles and practices; to demand 
that a simple, but practical system of figuring 
and accounting be taught the youth of this 
country. 

Business men pay a heavy proportion of the 
taxes which support the schools. In many in- 
stances they are paying for a system of educa- 
tion along certain lines that eventually reacts to 
their detriment, and the fault lies with them- 
selves. If methods of instruction are to be 
changed it will only be because business men 
show enough interest in the matter to insist 
upon the change. 

If you want the public to continue to brand 
you as profiteers—well and good. If not, then 
do your part to remedy the cause. It’s up to 
you. 
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| ARDWARE dealers _ selling 
paint have been slow to grasp 
the importance of the campaign that 
is being waged to improve their 
paint sales. It has been our good 
fortune to see and hear just how the 
greater number of you take care of 
your paint sales, and we are going 
to be frank and say that many of 
you go at paint sales blindly. 


Frequently the condition of the 
job to be painted is not taken into 
consideration while the number of 
coats it has had or is to receive is 
seldom thought of. If it’s a new job 
the nature of the lumber is often 
forgotten. And yet you want your 
mixed paint sales to grow. Why 
should they? A customer of intel- 
ligence comes in, tells you of his 
needs, and you answer him with 
“Well, I have a good paint.” He 
asks you why it is good, and your 
answer is “Because the manufac- 
turer says so.” A mighty poor sales 
talk. He expects you to give him a 
reason, and we want to say right 
here that there is a reason in every 
can of high grade paint manufac- 
tured. In this connection we can 
state that no two woods can be 
treated alike, and that you should 
know the treatment for each wood. 
We are not going to answer these 
questions this month, and it’s up to 
you to show enough interest in your 
own business to ask the Paint Ques- 
tion Box for the answer. 


Have you ever given the possible 
market for paint and varnish in 
your territory a thought? Glance 
at these figures below—study the 
difference between fire loss and loss 
through rust and decay. Figure out 
the premiums paid for fire insur- 
ance and then think of the amount 
paid for surface protection. 


1920 fire loss—$350,000,000. 

1920 property loss through decay 
and rust—over $1,000,000,000. 

1920 premiums paid for fire insur- 
ance protection—$451,000,000. 


1920 paid for surface protection 
(paint and varnish) —$300,000,000. 


What think you now? Your mar- 
ket is just part of this great market; 
your town is no different from the 
other town, they are all alike. Stand- 
ing behind the counter, however, 
won’t get you the profits for you’ve 
got to go out after them. 


Then just another thought: There 
is seven times as much surface to 
be painted on interiors as there is 
outside work and with the flat wall 
paints that you all have in stock you 
have the answer. How to remove 
the old wall paper and paint up the 
walls? Ask us, we'll tell you. 


We went so far a few months ago 
as to try and get you interested in 
paint education. Some of you re- 
sponded by writing Dr. Heckel for 
the books we mentioned. But the 
orders were small when you checked 
their numbers with those hardware 
merchants who should be interested 
in the subject. Why not get busy? 
We know these books have given 
you information that is going to in- 
crease your paint sales. And with 
the permission that we hope you 
will give us in your letters we are 
going to tell to others what you 
think, so that there may be profit 
to all. 


Here are some of the firms from 
which letters were received: 
Jos. McKeen, Brut.swick, Me. 
Russell F. McCoy, Burley, Idaho. 
W. C. Lively, Elkhart, Texas. 
W. S. Gillingham, Woodstock, Vt, 
Cayce-Yost Company, Hopkinsville, Ky. 
Foster-Thornburg Hardware Co., 
Madison, W. Va. 
Hutto Hardware Company, Jasper, Ala. 
Price Hardware Company, Pulaski, Va. 
P. L, Hargett & Co., Inc., Frederick, Md. 
Carl F. Krueger, Menasha, Wis. 
H. F. Yonkin, Zanesville, Ohio. 
P. A. Schell & Company, Somerset, Pa. 
The Clark County Lumber Co., 
Springfield, Ohio. 
L. W. Shaffner, Dexter, N. Y. 
The Littleton Hardware Co., 
(Cc. R. Blout), Littleton, N. H, 
R. McCormick, Eagen & Company, 
Pittston, Pa. 


William G. Blum, Losey & Company, 
ston, Pa, 

R. F. Cox, Fairmont Wall Plaster. Co., 
Fairmont, W. Va. 

Robert W, Dickson, 
Marion Hardware Co., Marion, 8. C. 

Albert G, Fast, Laurelville, Ohio. 

W. D. Thompson, Jr., Thompson and 
Hoague Co., Concord, N. H. 

Mr. Charlton Foster, Wolcott, N. Y. 

Charles Cerny, Albuquerque, N, M. 

R. C. Boyce, Boyce Hardware Co., Inc., 
Wellsville, N. Y. 

H, H. McDonald, Ray, Arizona. 

J. B. Wilson, Dowling-Schultz Hardware 
Co., Danville, Ill. 

Huggins Brothers, Vian, Okla. 

oO. J. Finch, The Finch Company, 
Elphinstone, Manitoba, Can. 

Carl Gorrow, A Galpin’s Sons, 
Appleton, Wis. 

M. J. Watson, Oberlin, Ohio, 

W. H. May, Alexandria, Ind. 

Chas. E. Butler, Ludington, Mich. 

Bernard Hardware Company, 
Youngstown, Ohio. 

John Roeben, Bergenfield, N, J. 

John A, Cass, Canton, Ohio. 


Dealers who are posting them- 
selves, educating their clerks, tying 
up with the “Save the Surface” 
movement are cashing in 100 per 
cent. They are going out soliciting 
house jobs and are averaging $12 to 
$30 profit on each house. They are 
not preaching the doctrine of I have 
the best because “I was told so.” 
They are going at it from the right 
angle and state that: “The reason 
I handle this line is that I have gone 
to the trouble to find out that certain 
things in this paint are the best that 
can be put there. That I have stu- 
died the needs of the wood you are 
using or that a house in a condition 
that this one happens to be in should 
be treated thus and so. I have stu- 
died surfaces; I know what the dif- 
ferent surfaces need.” 


AULA 





WUHAN 


The man with that line of con- 
versation has half of the painters 
in town hanging to his coat tail ask- 
ing for sales help. 


Here’s where we come in. We are 
trying to run a school for the sub- 
scribers to HARDWARE AGE. No tui- 
tion, just you do your part by ask- 
ing for the information that you are 
short on. You shall have it. 


(Continued on page 83) 
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Decatur & Hopkins Co. 
Erecting New Building 
The work of laying the foundations 
for the Decatur & Hopkins Co., Boston, 
hardware jobbers, new building is well 
under way. The building will have a 
frontage of 112 ft. on Berkeley Street 
and will occupy 15,000 sq. ft. of ground 
space. There will be seven floors with 


a total floor area of 105,000 sq. ft., or 
double that of the company’s present 
A New York, New Haven & 


location. 








HARDWARE AGE 


sending orders through the warehouse. 
A complete system of private intercom- 
municating telephones is to be put in, 
in addition to the regular private 
branch of the New England Telephone 
& Telegraph Company. By these vari- 
ous means material will be handled and 
orders expedited throughout the ware- 
house with maximum efficiency and 
minimum expense. Directly outside the 
basement is the platform for unloading 
goods received by rail on the private 
siding. 








View of new home of Decatur & Hopkins Co. as it will appear when completed 


Hartford railroad siding will extend 
the entire length of one side of the 
building. . 

The structure. is being built and will 
be owned by the: Decatur & Hopkins 
Building Trust, a trust organized under 
Massachusetts laws, with Austin H. 
Decatur and Williams A. Hopkins, trus- 
tees, an entirely separate organization 
from the hardware company. The hard- 
ware company will take a ten-year 
lease, dating from the completion of 
the building. The Decatur & Hopkins 
Co.’s business is divided into four de- 
partments: general hardware, cutlery 
and sporting goods, paint and automo- 
bile accessories. 

The new building will be of rein- 
forced concrete skeleton frame, with 
buff brick trim on the Chandler and 
Berkeley streets sides and brick curtain 
walls throughout. It will be of fire- 
proof construction throughout. The 
concrete floors are designed for a load 
of 250 Ib. per sq. ft. Except where 
plate glass windows are used, sash is of 
steel and of very large area, thereby 
insuring maximum lighting of the 
floors. The building will be heated with 
steam and equipped throughout with 
automatic sprinklers. 

Large and adequate elevators are to 
be installed for handling material. In 
addition to elevators, the building is to 
be equipped with a three-blade spiral 
gravity conveyor for sending goods 
down for packing, shipping and parcel 
post. There will also be a barrel elevator 
between the basement and shipping plat- 
form, and a pneumatic tube system for 





The paint department will be situ- 
ated on the Chandler Street side of the 
basement; the remainder of the base- 
ment will be used for the storage of 
nails, sheathing paper, roofing, window 
glass and other heavy goods. On the 
first floor, about 10,000 sq. ft. will be 
devoted to salesroom and offices; these 
will have linoleum floors, and, in the 
case of the private offices, will be elab- 
orately finished in paneled mahogany. 

The remainder of the first floor will 
be occupied by a section for women’s 
lunch and rest rooms and, at the side 
farthest from Berkeley Street, ship- 
ping and receiving rooms. The ship- 
ping space is covered, so that trucks 
can back in off the street out of the 
weather. There is also provision for 
receiving materials from the street. 

About half of the second floor is occu- 
pied by the packing room. The balance 
is to be used for shelf goods. On the 
third fioor approximately 6000 sq. ft. 
will be devoted to cutlery and automo- 
bile accessory departments and the bal- 
ance to general hardware. The fourth 
floor will be used for agricultural goods 
and the fifth and sixth floors for gen- 
eral warehouse purposes. 


Joseph A. Roth Passes Away 
Joseph A. Roth, for many years en- 


gaged in the hardware business, died - 


recently at his home in Akron, Ohio, at 
the age of fifty-nine. He was last con- 
nected with the Akron Hardware & 
Supply Co. 
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Automobile Registration in the 


United States 


The interesting map published in the 
Automobile Accessory Number of 
HARDWARE AGE shows the 1921 auto- 
mobile registration in each of the forty- 
eight states, and compares the figure 
with the 1920 population. A study of 
this map reveals that nineteen of the 
twenty-two States west of the Missis- 
sippi have more than 100 cars for each 
1000 population. New Mexico, Arkansas 
and Louisiana being the only ones un- 
der that figure. Conversely, only eight 
of the twenty-six States east of the 
Mississippi have more than 100 cars 
to each 1000 population, these being 
Wisconsin, Michigan, Illinois, Indiana, 
Ohio, Florida, Vermont and Maine. 

New York, with 812,031 cars, has 
the largest registration of any State. 
This is followed in order by Ohio, 
Pennsylvania, California and Illinois, 
all of which have more than 670,vuu 
cars. No other State reaches 500,000. 
The total figure is given as 10,505,660 
which may be compared with 800,000 
ears as the total in 1912, this being 
less than the present registration of 
New York State alone. These figures 
speak for themselves as to the present 
day possibilities for motor accessory 
sales in the hardware store. 


A Useful Electric Bulb Display 
Stand 


Various methods are used for dis- 
playing electric light bulbs and each 
has its own supporters. The device 
shown herewith shows a convenient dis- 
play stand which may be constructed 
for the purpose of displaying these 
bulbs to advantage. This stand is 
made of gas pipe, caps, elbows, unions, 
etc. The arms are bored and are 
threaded for the sockets to screw in. 
The stand is wired through the center 
pipe, the wire entering at the bottom 

















Stand for displaying electric bulbs 


of the stand. It may be made particu- 
larly effective by gilding or painting to 
harmonize with the decorations and 
color scheme of the store. 
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Brooklyn Retailers 
Discuss Sunday Closing 


“The consistent enforcement of the 
Sunday closing law rests practically 
with the police, and there is a feeling 
among the magistrates in general that 
it is sporadically and inconsistently en- 
forced,” declared Chief City Magistrate 
William McAdoo, in a letter addressed 
to Robert Pearsall, secretary of the 
Brooklyn Hardware Dealers’ Associa- 
tion, which Mr. Pearsall read before the 
Brooklyn dealers at their regular meet- 
ing April 13, at the Johnston Building, 
Brooklyn, N. Y. 

Magistrate McAdoo’s letter was in 
answer to a complaint made by Secre- 
tary Pearsall about the lax enforce- 
ment of the Sunday closing law in 
Brooklyn, a matter which has engaged 
the attention of a committee of the 
Brooklyn association for the past year. 
The association voted to leave the mat- 
ter in the hands of the secretary and 
committee for future action. 

Some of the questions taken up during 
the question box session were: “Are 
hardware prices normal?” A majority 
of the dealers present expressed the 
belief that hardware prices are as low 
as they will probably go. Answers to 
the question, “How is business?” varied 
from good to excellent. 

Following the business of the meet- 
ing, a moving picture showing the man- 
ufacture of rope at the Wall Rope 
Works, Inc., Beverly, N. J., was shown 
under the supervision of Harry Ott 
and F, P. Robinson. William Jargstorf, 
11717 Liberty Avenue, Richmond Hill, 
N. Y., was admitted to membership. 
Frederick Horn, newly elected presi- 
dent of the association, presided at the 
meeting. 

The officers elected at the last meet- 
ing are: Frederick Horn, president; 
Albert Wilkens, first vice-president; 
A. H. Grafenstadt, second vice-presi- 
dent; Robert Pearsall, secretary; Henry 
Bond, treasurer. 


A. Baldwin & Co. One 
Century in Business 


A. Baldwin & Co., New Orleans, La., 
are this year celebrating the one 
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hundredth anniversay of their existence 
as a hardware firm. 

In 1822, Rogers, Sil & Slocomb, the 
founders of the present firm of A, Bald- 
win & Co., Ltd., conducted a hardware 
business at 11 Chartres Street and 10 
Exchange Place, New Orleans. Dur- 
ing the same year Mr. Sil died of yellow 
fever and the firm name was changed 
to Rogers, Slocomb & Co., and con- 
tinued to do a successful business until 
1833, when the firm name was again 
changed to Samuel B. Slocomb. 

In July, 1823, R. Richards and C. 
Worrell were admitted to the firm, and 
the name was again changed to that 
of S. B. Slocomb & Co. Following the 


death of Mr. Slocomb the firm was. 


operated under Slocomb, Richards & 
Co. until 1841, when it became known 
as_ Richards & Montgomery. In 1847 
Mr. Montgomery bought out his asso- 
ciate’s interest and personally carried 
on the business until 1851, when Mr. 
Richards repurchased the business and 
continued the hardware business in his 
own name until 1854, when he joined 
W. H. McLean and Cuthbert H. Slo- 
comb, son of the original founder, and 
operated the firm till 1858 under the 
name of Richards, Slocomb & Co. 

When H. F. Baldwin, uncle of the 
present president of the company, and 
J. W. Saunders entered the firm, the 
name was changed to C. H. Slocomb & 
Co. In 1869 the establishment was 
moved to 74 Canal Street. 

In 1862 the war forced a dissolution, 
Slocomb entering the army with most 
of his employees, consecrating their 
services to the Confederacy. From Janu- 
ary, 1862, until the fall of 1865, very 
little business was transacted. After 
the death of H. F. Baldwin on Jan, 1, 
1864, C. H. Slocomb continued the busi- 
ness in his own name up to Jan. 1, 
1867, when Albert Baldwin became a 
co-partner, lending the influence of his 
character to the firm of Slocomb, Bald- 
win & Co. 

After the death of Mr. Slocomb in 
1874, the firm became known as A. 
Baldwin & Co., having ‘as its partners 
Albert Baldwin and Cartwright Eustis, 
the Slocomb interest being represented 
by Mrs. C. A. and A. D. Slocomb. 
In 1879, Mrs. A. D. Slocomb and Mrs. 
Ida Richardson were made _ special 
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partners. In 1888 the firm was incor- 
porated under the limited liability law 
of Louisiana and was subsequently 
known as A. Baldwin & Co., Ltd., with 
Albert Baldwin as president and Cart- 
wright Eustis secretary and treasurer, 
Upon the death of Mr. Eustis, H. F, 
Baldwin succeeded him as secretary- 
treasurer. Albert Baldwin shortly 
thereafter resigned the presidency in 
favor of Albert Baldwin, Jr., and upon 
his death in March, 1915, H. F. Baldwin 
succeeded to the presidency. Gustave 
B. Baldwin was elected vice-president, 
Aloysius Steiner secretary-treasurer. 

In March, 1918, H. F. Baldwin retired 
from the firm, Gustave B. Baldwin 
succeeding to the presidency and 
Adolph Katz was elected to the vice- 
presidency, Aloysius Steiner secretary- 
treasurer, and Edgar M, Rea secretary- 
treasurer pro tem. 

At the death of Aloysius Steiner in 
May, 1918, Edgar M. Rea was elected 
secretary-treasurer. 

The present directory is composed of 
Gustave B. Baldwin, Adolph Katz, 
Edgar M. Rea, Waldo M. Pitkin, James 
M. Carbine, Claude B. Dunlap and 
Cuthbert S. Baldwin. The manage- 
ment is as follows: Gustave B. Bald- 
win, president; Adolph Katz, vice- 
president; Edgar M. Rea, secretary- 
treasurer; Waldo M. Pitkin, general 
manager; James M. Carbine, manager 
machinery department; Claude B. Dun- 
lap, manager retail department, and 
Cuthbert S. Baldwin, director. 


McDougall-Butler Dealers’ 


Dinner 


Buffalo Quality Dealers in Buffalo 
were recently entertained by Mc- 
Dougall-Butler Co., Inc. The dealers 
and their employees took a trip through 
the factory in the afternoon and in the 
evening were guests of the company at 
a banquet at the Lafayette Hotel. 
Speeches were made by the various 
dealers, Frank D. Smith, field sales 
manager, and H. C. Menagh, advertis- 
ing manager, who explained the ad- 
vertising plans for the spring of 1922. 
A. S. Thompson acted as toastmaster. 














Some of the dealers recently entertained by the McDougall-Butler Co. 











3 Rye eS ee 





April 20, 1922 


HARDWARE AGE 


Special Toy Car Now Touring the Country 


The A. C. Gilbert Co., New Haven, Conn., 
Undertakes Novel Step in Merchandising 


HAT promises to be one of the 

most interesting of all modern 
merchandising experiments undertaken 
by manufacturers, to familiarize the 
public with their products and to render 
sales co-operation to dealers, has been 
launched by the A. C. Gilbert Co., New 
Haven, Conn., which is sending a 
special railroad car on a three years’ 
tour of the country. The car left New 
Haven April 14 for New London, Conn., 
on the first stage of its trans-conti- 
nental journey. 


The Special Car 


The car is an ordinary day coach 
that has been remodeled. The body, on 
the outside, has been painted a bright 
yellow upon which, in big red letters, 
the name and address of the company 
appears with the announcement that 
“Gilbert toys from coast to coast are 
real toys for real boys.” The roof of 
the car is green. At both ends are 
two flag poles erected primarily for 
the purpose of bearing the equipment 
necessary for catching wireless mes- 
sages. Suspended between the poles, 
flags and bunting give the car the ap- 
pearance of a circus wagon, which will 
undoubtedly appeal to boys especially 
in the smaller towns throughout. the 
country. 

Entering the car is similar to enter- 
ing a Pullman coach. A narrow aisle 
leads to the compartment of interest. 
On both sides of the car, lengthwise, 
glass show cases and cabinets display 
an infinite number of toys and games, 
and structural devices designed and 
made to interest and develop the in- 
genuity of boys. At one end is a wire- 
less set with a large amplifier, which 
will enable visitors to the car to enjoy 
a concert while inspecting the displays. 
At the opposite end is an office and 
a sleeping room for the men in charge 
of the car. Included among the educa- 





tional games for boys are a series of 
games based on the science of physics, 
from its most fundamental stages to 
some of its most complicated experi- 
ments, developed and presented in such 
a way that the element of fun contained 
in the games will attract the boy and 
overshadow the educational features. 
Besides the large variety of toys and 
games for both boys and girls, the car 
also contains a number of electrical 
specialities for household use manufac- 
tured by this company, and of a more 
general interest. 

The car left New Haven April 14 
on the first stage of its three years’ 
trip. The initial trip will be known 
as the New England Loop, and the 
itinery includes the following places: 
New London, April 14; Providence, 
April 16; Fall River, April 19; Boston, 
April 20; Lynn, April 23; Portland, 
April 25; Lewiston, April 27; Water- 
ville, April 28; Augusta, April 29; 
Haverhill, April 30; Lawrence, May 2; 
Manchester, May 3; Lowell, May 4; 
Fitchburg, May 5; Worcester, May 6; 
Springfield, May 9; Meriden, May 11; 
Hartford, May 12; New Britain, May 
14; Bristol, May 15; Waterbury, May 
17. From Waterbury, according to 
present plans, the car will work down 
the Atlantic Coast. 


No Merchandise Will Be Sold 


A representative of the company, 
M. E. Cain, will precede the car, and 
an experienced railroad man, H. W. 
Stevenson, will accompany it through- 
out the trip. Tickets of admission will 
be given to dealers, in the towns at 
which the car stops, who in turn will 
distribute them to their customers. No 
merchandise will be sold on the car 
and all inquiries and orders will be sent 
to the local merchants. During the 
time the car is in the New England ter- 
ritory the salesman covering that sec- 


tion for the company will be with the 
car at all times. When the car enters 
the territory of another salesman, he 
will board the car and take charge. 

A. C. Gilbert, president of the firm, 
conceived and developed the idea, al- 
though many of the details and difficul- 
ties have been solved by George A. 
Woods, a member of the executive 
board, and Ralph Bertini, advertising 
manager. 

The Man Behind the Idea 


The personality and experience of the 
man behind the car is equally as inter- 
esting as the car itself. While a stu- 
dent at Yale, A. C. Gilbert held the 
135 lb, intercollegiate wrestling cham- 
pionship and in 1908 was a member of 
the pole vaulting team that represented 
the United States at the Olympic 
Games. 

Leaving college he founded and or- 
ganized the firm that bears his name, 
and invented and designed many of the 
toys, games and structural devices that 
he manufactures. He writes nearly all 
of the books and instructions for boys 
that accompany his games, and carries 
on a continual correspondence with 
boys of all ages in various parts of 
the country. He was one of the 
pioneers in introducing wireless sets for 
boys upon the market. He has organ- 
ized his factory so that practically 
everything except the raw material used 
in the manufacture of toys and special- 
ties is made in the factory, including 
screws and nuts and various tools. He 
is a “captain of industry at the age 
of thirty-seven,” and is now launching 
one of the most audacious merchandis- 
ing experiments that any firm could 
undertake. 

What the results will be only time 
will determine. But it is both novel 


and constructive, and its fundamental 
purpose is to stimulate business for 
the dealer. 








Paint Question Box 
(Continued from page 80) 


J. H. Mather.—In doing a job of 
flat wall work in a kitchen there are 
a number of rules to follow which 
are not put on the can. No painted 
wall in a kitchen, is fit to receive 
paint until it has been washed down 
with a strong soap solution and then 
washed again with clear water 
which should be changed frequently 
while washing. There is grease on 
a kitchen wall if the kitchen has only 
been used for a week. The lady has 
no complaint to make, she said the 
wall was clean because she was a 











good housekeeper, the dirt was there 
she did not see it. No paint would 
have held under these conditions. 
F. R. S., Steubenville.—It has al- 
ways been our opinion, that when 
selling paint the question. “Where 
is this to be used?” should be asked. 
If the question had been asked in 
your case much trouble would have 
been avoided. In the first place your 
customer had a house that was bad- 
ly blistered, and faulty priming coat, 
dampness or a cheap paint was the 
cause of it. You sold him a good 
paint and he applied it. The oil and 
turpentine in it softened up the old 
coats that had no tooth to the wood 


and off it came. No fault of yours. 

W. E., Rochester.—Your dealer 
has told you correctly. Go right 
back to him and get the paint. A 
cement floor in the cellar can be 
made into a perfect dance floor by 
the methods he advised and in fact 
it will prove to be more satisfactory 
than any floor of wood. 

We would like to hear from all 
of those who have started the study 
that we mentioned in the last instal- 
ment and would like to have plain 
statements from them as to what 
the think of the method. If they are 
hitting any rough places we want 
them to ask us for help. 
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A Group of Ads 


April 20, 


Featuring Seasonable Topics— 


Storage Batteries—an Advertising Opportunity 


Playing Up Storage Batteries 
No. 1 (2 cols. x 5 in.). 

Here is a well written storage bat- 
tery ad used by the J. G. De Prez Co., 
Shelbyville, Ind. The appeal is com- 
plete—different batteries for different 
cars are featured with their prices. 

Now is the most seasonable time to 
go strong on battery publicity. Motor- 
ists who have had their cars laid up 
will need new batteries and those who 
have kept their cars running will find 
that a new battery is in order for the 
early summer touring season. To ad- 
vertise batteries now is to reach the car 
owner when he is, by necessity, in a 
most receptive frame of mind. 

This De Prez ad presents the sub- 
ject in good fashion and the cut helps 
to identify the ad to the car owner 
who scans the printed page. While on 
the subject of batteries, we would re- 
mind the hardware man that good busi- 
ness is in store for the dealer who ad- 
vertises storage batteries in connection 
with radio outfits. | We have already 





Exel--the Perfect 
Storage Battery 


AT THE J. G. DEPREZ CO.’S BIG BUSY STORE 


The Exel Battery is 
neglect-proof and trou- 
ble-proof. It assures 
bright lights arid depend- 
able battery service un- 
der all conditions without 
annoyance and the ex- 
pense of periodic repairs. 
Exel, the most perfect 
storage battery ever 
built. That's a broad 
claim, but our personal 
investigation on Exel 
batteries in use proves 
this statement. 


EXEL Batteries for FORD and OVERLAND ¢ars__$19.85 
EXEL Batteries for oe REO and CHEVRO- 
LET cars ---~.-$21.50 
EXEL Batteries for MAXWELL ind ‘DODGE cars $26.60 
Batteries for other cars priced in proportion. Come in 
and talk storage battery with us. 


THE J. G6. DEPREZ CO. Shelbyville’s Greatest Store 

















i—Just at the time when motorists must 
figure on replacing their batteries, the 
De -Prez Co. uses this forceful ad 


noted quite a volume of this kind of 
advertising done by battery service sta- 
tions and sales agents. 








Sead 


Mrs. Housewife—are you prepared to go thru 
with your housecleaning quickly and easily? 


a , 


To have those necessary articles on hand when 
you start into the work is one of the main items of the 
job. As the old saying goes—“A task well begun is a 
task half done.” We can supply your needs 





| Extra Special 
PAPER CLEANER, 3 BOXES FOR 25c 


The oughly of thie sskafi setiele ts Mental dnd 
those who need it should make their purchase early. 
This same cleaner formerly sold for 15c per box. 





BROOMS AND MOPS STEP LADDERS | 


The most used articles in One of the most useful arti 
housecleaning cles around the house. Well 
High grade Brooms from _ braced. four, five, and vix-foot 
ladders at 
Best quality, full weight Cot 
ton Mopa ; $2.60 to $3.9 
S0e ww GBe ————————— 








GALVANIZED TUBS 


WOODWORK CLEANER 


The famous Climax Cleanser 
for your pants. A little of this 
powder in a pail of water will 
freshen up those paints that 
have grown somewhat dul 


Price 25¢ per package. 








GALVANIZED PAILS 


Good heavy pails in"10, 12 
and 14 quart sizes 


Medium and large size, high 
grade Lisk ware. Well braced 
hogk handles. Built for use 

Price $1.50 and $1.75 

Medium grade tubs, large 

size, drop handles. 89 


eee 
CURTAIN STRETCHERS 


Sturdy frames for particular 
curtains. In several grades. 


nb ec sca $1.75 to $4.25 
FURNITURE POLISH SSS 
We have your favorite kind DUST MOPS 


Give those pieces of furniture 
a new luster at a very small _ 00d. full sized Dust Mops 
change. at a Spesial Price. 


Price 25¢ to 60c per bottle. 85 








cP eae * Rol oe y 
2—Following out our suggestions for 
spring housecleaning ads produced this 


effective George Bros. announcement 


Following Up Our Housecleaning 
Suggestions 


No. 2 (2 cols. x 10 in.). 

George Bros., South Fork, Pa., have 
here an ad based on our suggestions 
for spring housecleaning in the March 
16 issue of HARDWARE AGE, and a very 
good one it is. 
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| Mr. Farmer 


Why continue to send cash 
to Chicago millionaires? 


We need your cash order and will meet all compe- 
tition. Try us on anything you see advertised. We 
will get it for you an short notice. In many cases 
Save you money. 


esx S23 


Take Round Chick Coops like Mont- 


zomery Ward & Co. anon at $2.70, $2.50 


here is only.. 


{5} 


case 


——— 


Also window shades, they ask 79c, our 65c 


PTICE OMY, 00 00s Tocccrcecdvecceecescons 


Champion X porcelains they claim 29¢ 25 
is a bargain, so do we, but our price is.. 


Dandy 6ft pedestal t — table, they 
ask $16.85. Here only $16. 00 


We not only save you money, 
but all freight charges. 


Bring in your cash order now. 


M. C. Petersen & Sons 


Hardware and Furniture. 
3—Here’s where the catalog house gets 
slammed hard and where it hurts the 
worst—on price comparison 








) 








The heading is exceedingly attractive 
and the opening talk and special bar- 
gain panel gets the attention of the 
reader at the outset. Following these 
leads, eight special items are listed with 
brief comments and price ranges. The 
entire ad is handled very well from a 
typographical point of view and it cer- 
tainly looks as bright and clean as 
should the house after the George Bros. 
suggestions are followed out. 


Shying a Brick at Mail-order Million- 
aires 


No. 3 (2 cols. x 6 in.). 

M. C. Peterson & Sons go after the 
townsfolk in this ad in plain everyday 
English. Not only that, but this firm 
shows, by the deadly price figure that 
the townsfolk can do a whole lot better 
in town than they possibly can in Chi- 
cago. 

We think an ad of this sort is de- 
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The Passing of Private Selling Marks 


4 
‘Tt has been our custom in the past to use let- | 


ters instead of figures in marking the selling 
price, To create more contidence with the 
public we have discontinued that practiec. A 
few goods are still priced the old way, but as | 
with the rearrangement of the store, it takes 


time to make changes. 


N. P. Hayes Co. 


Builders’ and Mill Hardware | 
65 William Street. Corner Acushnet Avenue. | 





| 


4—An interesting ad announcing the 

abandonment of private characters to 

indicate prices and the substitution of 
figures 








cidedly constructive. Instead of rant- 
ing about lost patronage, the dealer 
proves his case and in so doing is 
entitled to the bit of snappy language 
used at the outset. 

Get out an ad along these lines if 
you feel the mail-order men are getting 
too much business from your town. 

The Peterson store makes use of at- 
tractive envelope inclosures furnished 
by manufacturers and imprinted with 
the Peterson name and address. This 
month they used a Kodak slip and 
another on Kelly-Springfield tires. 


Are You Using Characters or Figures? 


No. 4 (2 cols. x 4 in.). 

N. P. Hayes Co., New Bedford, 
Mass., sent us this bit of publicity with 
the following comment: “We think the 
inclosed ad will be of interest, as we 
are under the impression that a num- 
ber of hardware stores still use letters 
or characters in marking the selling 
price.” 

In this ad, the Hayes Co. announces 
to the public that they are marking 
their selling prices in plain figures. We 
think the sentence in the ad regarding 
confidence is poorly worded. We would 
make it read as follows: “In order 
that the public may know we are strict- 
ly a one-price house and that we figure 
a uniform fair profit on every article 
of merchandise, we have—etc.” The 
wording in the ad suggests the public 
was losing confidence in the store which 
is a negative thought. 


Out After the Garden Fans 


No. 5 (3 cols. x 12 in.). 

Here is a mighty attractive garden- 
ing ad sent us by the Haynes Hard- 
ware Co., Emporia, Kan. The heading 
and opening lines are full of the well- 
known “pep”—direct and to the point. 
A seed catalog is featured and the 
store’s line of tools is listed. 

The border is ‘unusually attractive 
and will go far toward intensifying the 
desire to get out and make gardens. 
The price argument featured in the 
text is convincing. 


Comment on Recent Publicity 


We received a forceful fence ad from 
the Clayton Supply Co., Cherryvale, 
Kan., ahd also a copy of the Clayton 


HARDWARE AGE 


store paper which is a very attractive 
syndicated sheet. The Clayton Co. has 
issued the magazine since July, 1920. 
The fence ad features revised prices 
and shows different types of fences and 
farm gates. It should have stirred up 
business among the farmers. 


Clifford Now with Nagel 


Mr. Clifford, formerly manager of 
sporting goods department of the War- 
ner Hardware Co., Minneapolis, Minn., 
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Plant a 


GARDEN 


This weather makes everyone itch to get close to nature. 
Obey the impulse, get connected with a spading fork, a hoe 
and rake and take a little exercise in the back yard. 


ee) PLANT Ke 
LEONARDS 4 


Bulk Garden Seeds 


We are proud of the quality of these seeds, sea- 
son after season our customers 
All seeds are tested, 
after production test in our soil and 


2 


t 
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Crops. 


conditions, 


plant Leonard's, 


to do the job, 


Garden Planters 
Garden Plows 
Garden Cultivators 


Spading Forks, ___- 


OUR SEED CATALOG 


Is full of valuable: garden information; if you 
hav one, use the list; if not,.we have one for 
you. As for prices, just compare ours with any 
prices you may have. We give’ more and better 
seeds for the money. Don't plant just seeds, 


GARDEN TOOLS 


Our line is complete whether it's for the 
garden plot or a truck farm, we have the 


_..-$1.50 and $2.25 
.. 50c, 75c, $1.25 


-~—== 
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recently became associated with the 
Nagel Hardware Co. of Minneapolis, 
and will have charge of their sporting 
goods department, which will be con- 
siderably enlarged. 


Death of Harmon R. Kale 


Harmon R. Kale, seventy years old, 
retail hardware merchant in Salem, 
Ohio, for thirty-five years, is dead at 
his home in that city. 
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tools 









75c and 90c 





5—This Haynes ad will make ’em want to hurry along the back yard garden and plant 
the Haynes brand of tested seeds 
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Coming Hardware Conventions 





SOUTHERN HARDWARE JOBBERS’ ASso- 
CIATION CONVENTION, New Orleans, La., 
April 18, 19, 20, 21, 1922. Headquar- 
ters, St. Charles Hotel. John Donnan, 
secretary-treasurer, Richmond, Va. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. F. D. Mitchell, 
secretary - treasurer, 4106 Woolworth 
Building, New York City. 


OLtp GUARD SOUTHERN HARDWARE 
SALESMEN’s ASSOCIATION CONVENTION, 
St. Charles Hotel, New Orleans, La., 
April 19, 1922. R. P. Boyd, secretary- 
treasurer, Knoxville, Tenn. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
mlo;: Tex., May 8, 0, 1002. C...L. 
Thompson, secretary, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, composed 
of Alabama, Florida, Georgia and Ten- 
nessee. Convention and Exhibition, 





Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 


CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 

LOUISIANA RETAIL HARDWARE & Im- 
PLEMENT ASSOCIATION CONVENTION, 
New Orleans, May 22, 23, 24, 1922. R. 
D. Nibert, secretary, Bunkie. 

AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 23, 24, 25, 
1922. Headquarters, Hotel Washing- 
ton. A. H, Chamberlain, secretary- 
treasurer, Marbridge Building, Thirty- 
fourth Street and Broadway, New York 
City. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
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Gross, secretary, Agricultural College. 

NATIONAL RETAIL HARDWARE Assgo- 
CIATION CONVENTION, Chicago, IIl., 
June 19, 20, 21, 22, 23, 1922. Headquar- 
ters, Hotel Sherman. Herbert P, 
Sheets, secretary-treasurer, Argos, Ind. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L, D. Nish, secretary-treas- 
urer, Elgin, Ill. 

New YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND Exposi- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel. 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1928. George 
A. Fiel, secretary, 10 High Street, 
Boston, Mass. 





Pittsburgh Retail Hardware 
Association Meets 


At the monthly meeting of the Pitts- 
burgh Retail Hardware Dealers’ Asso- 
ciation, held in the Hotel Chatham, 
Pittsburgh, on Friday evening, March 
31, Hugh F. McKnight, president, was 
in the chair, and C. W. Scarborough 
was secretary. 

The speaker of the evening was 
Thomas L. Pfarr, Fire Marshal of 
Pittsburgh, who gave an interesting 
talk on the subject of “Fire Preven- 
tion.” Mr. Pfarr said that many fires 
were of incendiary origin, others were 
caused by gross carelessness, and that 
many fires could be prevented by the 
exercise of ordinary care. He stated 
that owners of buildings should watch 
their neighbors on both sides to see 
that they did not allow combustible 
materials to gather about their places 
of business, or around their homes. He 
said that at least 50 per cent of all the 
fires could be prevented by care and 
co-operation of property owners in 
keeping their places free of refuse, 
which caused many fires by spontane- 
ous combustion. The members gave 
Mr. Pfarr a vote of thanks for his talk. 


Steel Deliveries by Barge 


Some months ago, the Jones & 
Laughlin Steel Co., of Pittsburgh, 
started a fleet of barges down the Ohio 
river loaded with steel products for 
delivery to important Southern points, 
this initial shipment having been 
largely experimental. It proved to be 
successful beyond expectations, and 
other river shipments have since been 
made. The time made by these river 
shipments is about as fast as by rail- 


roads, and in addition, the freight 
charges have been very much less than 
the railroad charges. Recently the 
company made another large river ship- 
ment of its products, the tow consisting 
of six 200-foot barges, rated at 1000 
tons carrying capacity each, and two 
150-foot barges with a carrying ca- 
pacity of 800 tons each, together with 
two other barges, the latter carrying 
coal for the trip. Stops and delivery of 
freight were made at Louisville, Ky.; 
Evansville, Ind.; Cairo, Ill.; St. Louiz, 
and Memphis. 


Robert Brown Watson Dies 


Robert Brown Watson, eighty-five 
years of age, former Kast Liverpool, 
Ohio, hardware dealer, died at his 
home in that city recently. He had 
been a resident of East Liverpool for 
forty-five years. For fifteen years he 
was engaged in the stove business and 
later founded the business of which his 
son Andrew is now the head. He was 
born in Glasgow, Scotland. 


Worthington Adds Radio 


The George Worthington Co., hard- 
ware jobber, Cleveland, Ohio, has added 
a complete line of standard radio equip- 
ment to its electrical supply depart- 
ment, and has under preparation a cata- 
log listing its complete line of this 
equipment. 


Albert H. Parker, New England re- 
presentative for the Joseph H. Young 
Co., Boston, Mass., died recently. He 
is survived by his widow and two sons. 








Think This Over, Mr. Apart- 
ment Owner 


Statistics show that apartments and 
terraces change hands every three to 
five years. 

You repaper the walls and repaint 
the floors after each tenant moves out, 
and if your tenants are permanent 
renters you repaper and repaint every 
few years. 

Hardware though has never been 
given any consideration. Locks to win- 
dows have become broken, the door 
hardware has become worn and tar- 
nished. All the papering and painting 
you can do will not overcome the looks 
of this hardware. It is a great deal 
like a man buying a new hat, new suit, 
new tie and shirt but still keeving on 
his old shoes with the toes worn 
through. 

You either built or bought your 
apartment to make a profit. Don’t you 
think you are overlooking a good profit 
to yourself in the resale of your apart- 
ment when you overlook re-hardware 
material? 

Re-hardware means something more 
to you—better tenants. The better 
grade of tenants go to those apartments 
kept in the best condition—and usually 
this means they are willing to pay a 
higher rent. 


Sieberling Rubber Active 


The plant of the Sieberling Rubber 
Co., at New Castle, Pa., is now run- 
ning at nearly full capacity, the com- 
pany having lately booked a large 
number of orders for tires and tubes. 
The company reports the outlook for 
the future as being very goo4. 
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Office of HARDWARE AGB, 
239 West 39th Street, 
New York, April 17. 

XCEPTIONALLY warm weather 
EK has been experienced in this dis- 
trict during the past seven days. 
It has brought about a very noticeable 
increase in interest for spring goods. 
Dealers in the suburbs are placing gar- 
den tools and seeds in their windows, 
in front of their stores and in promi- 
nent interior locations. Reports indi- 
cate that consumers’ trade is buying in 
a fairly consistent and interested way. 
Jobbers report very good business for 
such items as garden tools, screen wire 

and chicken wire. 

One jobber expressed the opinion 
that the few warm days last week had 
opened up buying for seasonable lines 
that he expected would continue 
throughout the season. 

Collections are a little easier for the 
most part. Although there are a great 
many price adjustments announced this 
week, there were actually very few 
drastic price reductions. 

Jobbers announce the following price 
revisions: 

Shovels have been reduced $2 per 
_ Nails have been. advanced 10c per 

eg. 

Track spikes are quoted at $2.25 base, 
regular size, and $2.50, small sizes, 
f.o.b. Pittsburgh. 

Jobbers report the following an- 
nouncements from manufacturers: 

Justrite Mfg. Co., Chicago, IIl., is 
reported to have made a 5 per cent 
reduction on lamps and lanterns. 

The Oldham New York Saw Works, 
Brooklyn, N. Y., is reported to have 
made a 5 per cent reduction on saws. 

The Philip Carey Co., New York, is 
said to have made a 8 per cent reduc- 
tion on asbestos paper and millboard. 

Consolidated Rubber Co., Trenton, 
N. J., is reported to have made a 2 per 
cent reduction on fruit jar rings. 

W. & J. Sloane, New York City, is 
said to have made a 5 per cent reduc- 
tion on Sisks Lin-O-Tack-linoleum ce- 
ment, 

W. O. Davey & Son, Jersey City, 
N. J., is said to have made a 5 per cent 
reduction on Oakum. 

Clayton L. Hagy & Son, Inc., Phila- 
delphia, Pa., are reported to have made 
a 10 per cent reduction on cotton waste. 

American Casting & Manufacturing 
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Corp., Brooklyn, N. Y., is reported to 
have made a 5 per cent reduction on 
metal figures. 

Detroit Twist Drill Co., Detroit, 
Mich., is reported to have issued a new 
discount sheet, effective March 28, 
which is said to show a reduction of 
5 per cent. 

Henry Rowe Manufacturing Co., 
Newaygo, Mich., is reported to have 
made a 2 per cent reduction on butter 
molds. 





NotTe—In last week’s issue of HARD- 
WARE AGE, it was stated that the Con- 
tinental Wood Screw Co., New Bedford, 
Mass., had reduced prices on wood 
screws, and that the Theodore J. Ely 
Manufacturing Co., Girard, Pa., had 
reduced prices on its animal pokes; 
these items should have read that these 
companies have made advances on their 
lines. 








Harold Somers, Brooklyn, N. Y., is 
reported to have made an advance of 
5 per cent on fly swatters. 

The F. H. Reichard Manufacturing 
Co., Bangor, Pa., is reported to have 
made a 5 per cent reduction on weeder 
hoes. 

The Warren Axe & Tool Co., War- 
ren, Pa., is reported to have made a 5 
per cent reduction on axes. 

The Horan Stay Hanger Co., Louis- 
ville, Ky., is reported to have made a 
38 per cent reduction on roofing caps. 

American National Co., Toledo, Ohio, 
is reported to have made a reduction of 
5 per cent on children’s vehicles. 

The Cyclone Seeder Co., Urbana, Ind., 
is reported to have made a 10 per cent 
reduction on hand seed sowers. 

Felt Products Manufacturing Co., 
Chicago, Ill., is reported to have made 
a reduction of 7 per cent on felt and 
weather strips. 

George H. Jelliff & Son, New Canaan, 
Conn., is reported to have made a 5 
per cent reduction on coal and ash sift- 
ers. , 

J. P. Danielson Co., Inc., Jamestown, 
N. Y., is reported to have made a 5 per 
cent reduction on gas pliers. 

The American Box Strapping Co., 
Ine., New York, is reported to have 





made a 10 per cent reduction on box 
strapping. 

The Star Heel Plate Co., Newark, 
N. J., is reported to have made a 7 per 
cent reduction on corn shellers. 

The C-K Manufacturing Co., Brook- 
lyn, N, Y., is said to have made a re- 
duction on galvanized ware that ranges 
from 10 to 15 per cent, according to 
the item. 

Edwin Hills, Plainville, Conn., is re- 
ported to have made a 10 per cent re- 
duction on curry combs and plastering 
trowels, 

J. E. Gilson Co., Port Washington, 
Wis., is reported to have made a 10 per 
cent reduction on garden tools. 

The Russell Manufacturing Co., New 
York City, is said to have made a 5 per 
cent advance on web straps. 

The Kennebunk Manufacturing Co., 
Milton, N. H., is said to have made a 
7 per cent reduction on lunch boxes. 

Montgomery Bros., Inc., Philadelphia, 
Pa., is said to have made a 5 per cent 
reduction on packing. 

John Stortz & Son, Inc., Philadelphia, 
Pa., is reported to have made a 10 per 
cent advance on cement tools. 

H. D. Davis & Co., New Britain, 
Conn., are reported to have made a 10 
per cent reduction on window spring 
bolts, ° 

Richmond Cedar Works, New York, 
is reported to have made a 10 per cent 
reduction on horse and army pails. 

N. B. Wollford Oakum Co., Baltimore, 
Md., is reported to have made a 10 per 
cent reduction on oakum. 

Newark Brush & Scraper Co., New- 
ark, N. J., is reported to have made 
a 5 per cent reduction on gage glass 
cutters. 

Penn Hardware Co., Reading, Pa., is 
reported to have made a 5 per cent re- 
duction on sash chain, 

Mount Vernon Belting Co., Baltimore, 
Md., is said to have made a 5 per cent 
reduction on canvas belting. 

Mann Edge Tool Co., Lewiston, Pa., 
is said to have made a 10 per cent re- 
duction on axes. 

Gustave Lidseen, Chicago, II1., is said 
to have made a 7 per cent reduction 
on oilers. 

Astrup Co., Cleveland, Ohio, is re- 
ported to have made a 10 per cent re- 
duction on carpenters’ canvass aprons. 

E. T. Rugg & Co., Newark, Ohio, has 
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withdrawn, until further notice, prices 
quoted on manila and sisal halters and 
ties shown on list No. 364, dated Jan. 
16, 1922. 


Automobile Accessories.— The im- 
proved weathcr conditions have given 
an impetus to summer accessory sales. 
Out of town dealers are reported to be 
showing considerable interest in this 
general line. Repair parts and replace- 
ment equipment are in fairly good de- 
mand. Tool kits and special tools are 
also going well. 

Bolts and Nuts.—This staple line is 
moving in a consistent way. Jobbers 
seem to have adequate stocks, and al- 
though dealers are not buying in large 
quantities they are buying regularly. 
Prices are firm. 

Jobbers’ quotations, f.o.b. New York: 

Square nuts, No. 50, per lb., 4 in., 19¢.; 
ts in., 18c.; % in., 16¢c.; ye in., 15¢c.; % in., 
1l3c.; 5% in., 12¢c., and % in., 11c. 

Common carriage bolts, % by 6 and 
smaller, 60 per cent; longer and thicker, 60 
per cent. 

Machine bolts, % by 4 and smaller, 60, 
10 and 5 per cent; larger and thicker, 60, 
10 and 5 per cent. 

Semi-finished hexagon nuts, * and 
smaller, 80 to 80-10 per cent; larger and 
thicker, 75 per cent. 

Tinners’ ‘rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list 50 and 10 per cent; brass, 4/32-14/20, 
75, 10 and 5 per cent, new list. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright finish, 60 per 
cent. 

Iron rivets, 60 per cent; solid copper 
rivets, 40 per cent. 

Stove bolts, 80, 10 per cent. 

Lag screws, 65 per cent to 65 and 10 per 
cent. 

Builders’ Hardware. — Barring the 
possibility of labor disturbances, build- 
ing programs should be well under 
way within 30 days. This should be re- 
flected in the builders’ hardware mar- 
ket. Suburban dealers who have gone 
after the building contractors’ orders 
report very good sales at the present 
time, with very pleasing possibilities of 
larger orders in the fairly near future. 
Prices given her will serve as a guide 
for average local quotations. 


Jobbers’ quotations, f.o.b. New York: 

Cylindef tront door sets, wrought bronze 
metal, escutcheons 10% x 2% in., inside 
7 x 2% in., three paracentric keys, dull 
brass finish, $6.88 each. Antique copper, 
$6.88 each, Bit key front door sets, 
wrought bronze metal, escutcheons 10% x 
2% in., swivel spindle, three nickel keys, 
dull brass finish or antique copper finish, 
$2.64 each. Mortise lock sets, wrought 
steel, escutcheons, 7 x 2% in., knobs 2% 
in., one set in a box, finish dull brass or 
antique copper, $7.70 per doz. Case lots, 
5 doz., $6.49. Colonia] sectional handle set 
for residence front door, wrought bronze 
metal, outside handle and cylinder inside 
knob and escutcheon with turn knob lock, 
514%, x 3% in., dull brass finish, $8.25 each. 
Bathroom sets, operated by thumb knob, 
nickel plated, steel knob and escutcheon, 
88c. per set. Bronze knob and escutcheon, 
$1.36 per set. Glass knob, bronze escutch- 
eon. $2.09 per set. 

Glass push plate for swinging doors, 
3 x 12 in. bevel edges, square corners, bored 
for screws, $4.13 per doz. Wrought steel 
push plates. round corners, 2% x 10 in., 
dull brass or antique copper finish, $1.72 
per doz. 

S ore door handles, wrought steel, plate 
3 x 12 in., dull brass or antique copper, 
$2.48 per set. 

Same, with plates 3% x 14% in. and 
handle for each side of door, same finishes, 
$3.14 per set. 

Upright rim locks, cast iron, 4 x 3% in., 
escutcheon and screws. $2.06 ver doz. 

Casement fasts, cast iron dull brass mor- 
tise stripe. right or left hand, 1 x 1% in., 
$1.49 per doz. 


Screws.—There is a fairly consistent 
demand for screws in the local market. 
Jobbers appear to have sufficient stock 
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on hand, ard prices are expected to con- 
tinue. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat heads, 
82% per cent; iron bright, round and oval 
head, 80 per cent; iron blued, flat head 
(add 5 per cent to a net amount of in- 
voice), 82% per cent; iron blued, round 
read, 80 per cent; brass flat head, 77% 
per cent; brass round and oval head, 75 
per cent. Extra discount quoted by local 
jobbers is 20 per cent. 


Screen Cloth.—Business in screen 
cloth is picking up a little, due probably 
to the warmer weather. This is always 
a good item in season, and jobbers in 
this district seem to feel that sales will 
be very good this year. Prices are re- 
ported as being very firm. 


Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 
100 sq. ft. net. 

Screen cloth of white satin finish and 
double zinc coated after weaving, 12 mesh. 
$2.64 per 100 sq. ft. Same 13 mesh, $4.40 
per 100 sq. ft. 

Bright galvanized screen cloth with cop- 
per selvage. 12 mesh, $4.25 per 100 sq. ft.; 
14 mesh, $4.50; 13 mesh extra heavy, $5.75. 





Window Glass.—lIncreased interest in 
window glass is reported by local job- 
bers. Indications are that prices re- 
main unchanged. 


Prices .to retailers, f.o.b. New York: 

A single, 54 .o 8&7 per cent; B single win- 
dow glass, 85 to 88 per cent; A double, 85 
per cent; B double, 87 per cent. List of 
March 1, 1913. 

Wire Goods.—At present this is one 
of the most active lines in the New 
York market. Poultry netting is par- 
ticularly popular at this time. Prices 
quoted here are expected to stand. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent: from 
New York stock. 45 to 50 per cent. Poultry 
netting. galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth. 2 x 2, New York 
stock. $4.75 to $5 per 100 sq. ft. 


Wireless Equipment.—An active de- 
mand for radio equipment, complete 
sets and accessories continues, as does 
the difficulty of producing adequate 
stocks to supply the consumer demand, 


New York City Retail Prices 


Believing it to be a matter of interest and possible guidance to our readers, 
we publish herewith a list of seasonable articles, together with the retail prices 
prevailing in this section. These prices are average prices arrived at as a 
result of a canvass of the Greater New York trade. 


Window Screens, Wood Frame.—18 
x 18, $.45; 18 x 24, .50; 12 x 33, .40; 
15 x 338, .50; 18 x 83, .55; 24 x 33, .65; 
24 x 37, .75; 28 x 33, .75; 28 x 37, .85; 
30 x 33, .80; 30 x 45, 1.10; 32 x 37, 
1.05; 36 x 37, 1.10; 30 x 60, 1.25. 

Window Screens, Metal Frame.—18 
x 33, $.70; 24 x 33, .75; 24 x 87, .85; 
30 x 37, 1.15; 30 x 45, 1.25. 

Screen Frames.—36 x 36, $.65; 42 x 
42, .70; 36 x 84, .90. 

Galvanized Pails.—8 qt., $.20; 10 qt., 
.25; 12 qt., .30; 14 qt., .35; 16 qt., .40; 
14 qt. Heavy, .70. 

Garbage Cans.—091, .40; 00001, .45; 
0001, .55; 001, .75; 021, 1.00; 031, 1.20; 
041, 1.45. 

Rakes.—Iron: 10, $.50; 12, .55; 14, .60. 
Steel: 12, .85; 14, .95; 16, 1.10. 

Spading Forks.—4 Tine, Mall. D., 
$1.25; 4 Tine, Wood D., 1.75. 

Hoes.—Roes, Riveted, $.45; Hoes, 
Polished, .90; Hoes, Mortar, 1.25; Hoes, 
2 Pronged Weeding, .50. 

Grass Hooks.—Eng. Riv. Back, No. 2, 
$.80; No. 3, .90. 

Polished Shovels.—$1.50, per doz., 
$14.50. 

Polished Spades.—Polished Spades, 
$1.50, 

Garden Border.—16 in., $.10 per ft.; 
22 in., .12 per ft. 

Refrigerator Pans.—No. 1, $.40; No. 
2, .45; No. 3, .55. 

Roofing.—1 Ply Felt, $1.65; Jack 
Frost, 1.50; 2 Ply Tar, 1.95; 3 Ply Tar, 


2.50; 2 Ply Roofing, 2.70; 3 Ply Roofing, . 
3.20. 

Sash Cord.—3c yd., 100 ft. hank, 
$1.00, 


Galvanized Watering Cans.—4 qt., 
$.55; 6 qt., .70; 8 qt., .80; 10 qt., .90; 
12 qt., 1.00; 16 qt., 1.25. 


Manila Rope.—Pure, $.25 per lb. 

Lawn Mowers.—Penn. High Wheel: 
15 in., $27.00; 17 in., 30.60; 19 in., 34.20; 
21 in., 37.80. Great American: 15 in,, 
$19.11; 17 in., 21.65; 19 in., 24.20; 21 in, 
26.75. International: 15 in., $15.00; 17 
in., 15.75; 19 in., 16.25; 21 in., 16.75. 

Sheep Manure.—5 lbs., $.40. 

Lawn Seed.—Qt. Measure, $.30; 5 lb., 
1.75. 


Wire Cloth.—Black: sq. ft., $.03; 100 
ft., .02%; roll, .02%. Gal. 14 Mesh., 
sq. ft., .05; 100 ft. .04; roll, .03%. 
Pearl Light: sq. ft., .06; 100 ft., .05%; 
roll, .05. Cop.-Bronze: sq. ft., .09; 100 
ft., .08; roll, .07%. 

Mesh Galvanized Cloth.—% -in., sq. 
ft., $.12; 100 ft., .10; roll, .09; % in., sq. 
ft., .10; 100 ft., .07%; roll, 06%; % in., 
sq. ft., .07; 100 ft., .06%; roll, .05%. 

Poultry Wire.—2 in. Mesh: 


[}ft. 100 ft. Roll 

12 in. $.02 $.01% $1.40 
18 in. 02 01% 2.00 
24 in .02 01% 2.55 
30 in, .02 01% 3.05 
36 in. .02 01% 3.45 
42 in. .02 01% 4.05 
48 in. .02 01% 4,60 
60 in, .02 01% 5.50 
72 in. .02 01% 7.00 

1 in. Mesh 

[_] ft. 100 ft. Roll 

12 in. $.03 $.02% $3.40 
18 in. 03 ° 02% 4.60 
24 in. .03 .02% 5.90 
30 in. .03 02% 7.10 
36 in. .03 02% 7.95 
42 in. .03 02% 9.40 
48 in. .03 .02% 10.70 
60 in. .03 ~ 02% 13.40 
72 in. .03 02% 16.00 
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Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, April 15. 
HE central part of Illinois is 
[[ soterine from heavy rains. The 
country roads are next to impassa- 
ble and trade in the small towns where 
there are no hard roads has been very 
slow due to the inability of the farm- 
ers to get to town. Consequently stock 
shipments for this territory have not 
been heavy and it has been practically 
impossible to haul much grain. 

The wet season thas prevented the 
planting of oats, and while some farm- 
ers hope to get their crop planted, the 
majority are either going to plant 
smaller acreage of oats or put in soy 
beans. The Illinois farmers are very 
much interested in the soy beans, due 
to the benefit to the soil and the fact 
that excellent feed can be had for cows, 
and the beans are saleable to reducers 
by reason of the oil which they contain. 

A few clear days will dry up the roads 
considerably and the country merchant 
should then see quite a busy time. 
Wholesale orders, in'a way, have shown 
the cutting off of this wet territory, 
but the large distributors have good 
spots which more than offset the bad 
ones. The distributor who operates 
entirely within the district is finding 
business rather quiet, but trade will be 
brisk as soon as the weather permits. 

Implement and auto manufacturers 
report busy factories, and feel very 
much encouraged. The railroads are 
buying in good quantities. One West- 
ern road is reported as having taken 
80,000 tons of steel rails. The month 
of March has proved to be a banner 
month in the steel trade. The railroads 
are not placing heavy orders on small 
supplies, due to the coal strike which 
has made them wait to see how long 
they will have to operate without the 
large coal hauling revenues. Coal buy- 
ing is still indifferent in this market, 
but it seems the strike situation may 
have a serious aspect before it is 
settled. Some of the mills and manu- 
facturers are concerned over the out- 
come, as it is understood the unions 
have enlisted the support of non-union 
miners, and they are going out in some 
places. It is too early to tell just how 
far this will be carried or what the final 
outcome will be. 

Most -hardware dealers will feature 
alarm clocks for the next few weeks 
as a good many states will put day- 
light saving into effect on May 7, and 
the demand will be brisk until that 
time. 

Most of the independents advanced 
nail prices $2 a ton this week, but local 
prices still remain the same. The in- 
crease was looked for and local ad- 
vances are likely to follow. 

It is interesting to note.the difference 
of prices this year as compared to the 
same period in 1921. Present Chicago 
prices on nails are $3 per keg base, 
while last vear they were $3.98, making 
a reduction of 25 per cent. Wire cloth 
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was $2.50 a year ago and to-day is 
quoted at $1.85, a decline of 33 1/3 per 
cent. Poultry netting was 40-10 per 
cent off lists a year ago and to-day is 
56 per cent, a decline of 20 per cent. 
Screen doors are 25 per cent lower than 
last year and screws are 20 per cent. 
Orders still continue to be small and 
dealers’ stocks are not heavy. All 
through this section there are very few 
hardware stores that are carrying 
heavy stocks, and many have expressed 
the opinion that good conditions will 
cause some good buying from them. 


Automobile Accessories.—Accessories 
are enjoying a very good sale, consider- 
ing that a rainy season has shut off a 
lot of orders from the country dis- 
tricts. As soon as the weather becomes 
more settled these lines will move more 
freely. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.55 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. lots each, 
$1.60; Weed chains, single lots, 25 per cent 
discount; doz. lots, 33% per cent discount: 
gray inner tubes, 30 x 3%. $1.35 each; red 
inner tubes, 30 x 34, $1.90 each; Bethle- 
hem spark plugs, 36c. each; Bethlehem 
spark plug, mica type, 60c. each; Bethlehem 
spark plug, standard poreelain type, 58c.: 
Splitdorf plugs, 58c. each; lots of 100. 56e. 
each; Splitdorf plugs, special for Fords, 
50c. each; lots of 100, 48c. each ; Champion 
X plugs, 45c. each; lots of 100, 43c. each; 
Champion 0 plugs, 53c. each: lots of 100, 
50c. each; Hercules Giant, 60c. each; Her- 
cules Junior, 35c. each. 

Axes.—Orders are coming in to Chi- 
cago in good quantities. Fall prices 
were announced some time ago. The 
figures are considered safe for present 
or for next season’s requirements. 

We quote from jobbers’ stocks 
Chicago: First quality single bitted 
handled axes, 3 to 4 Ib, $11 doz. base; 
double bitted. $16 doz. base; good quality 
black unhandled axes, same weight, single 
bitted, $10 doz. base; single bitted handled 
axes, $11.75 io $19 per doz., according to 
quality and to grade of handle 

Alarm Clocks.—The market is steady 
and demand is good. Owing to day- 
light saving, which goes into effect May 
7 in many states, the majority of deal- 
ers will feature this line until that 
time. 

We quote 
Chicago: Blue 
lots, $12.84; 
lots, $20.16; 


f.o.b. 
un- 


from jobbers’ stocks f.o.b. 


Bird, $13.20 doz. lots; case 
Bunkie. $20.88 doz. lots; case 
Lookout, $13.20 doz. lots; case 
lots, $12.84 doz.: Sleepmeter. $15.12 doz. 
lots; case lots. $14.64 doz.: Big Ben and 
3aby Ben, white dials. doz. lots, $26.52 per 
doz. ; case lots, $25.68 per doz. 

Bicycles and Tires.—These lines are 
holding their own. Weather conditions 
have prevented a great deal of country 
business. Merchants* stocks are be- 
lieved to be low and many small orders 


are expected. 


Builders’ Hardware.—Business is in- 
creasing steadily, due to building ac- 
tivities. Factories are busy and some 
are behind thirty to sixty days. 


Copper Rivets and Burrs.—Prices are 
very low, just about pre-war basis, 
while demand is increasingly active. 


We quote from f.o.b. 
Chicago: Copper per 
cent discount. 


stocks 
burrs, 50 


jobbers’ 
rivets and 


Chains.—The demand has_ improved 


on all seasonable chains, and prices are 
unchanged. 

We quote from jobbers’ stocks f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
Ib.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 

Cutlery.— With opening of “spring,” 
orders for pruning and budding knives 
are coming in. Pocket and other cut- 
lery demand is steady with improved 
activity, especially in better grades. 


Eaves Trough and Conductor Pipe.— 
Slightly higher prices are expected, al- 
though no advances have been reported. 
Sales are showing increases, 

We quote from jobbers’ 
Chicago: 29 gage, 5 in. 
trough, $4.30 per 100 ft.: 29 gage, 3 in., cor- 
rugated conductor pipe, $4.50 per 100 ft.; 
corrugated 3 in. conductor elbows, $1.55 
doz. 


stocks f.o.b. 
lap joint eaves 


Files.—The demand is still increas- 
ing and there is less shading of prices. 


We quote 


y from 
Chicago: i 


American 


jobbers’ stocks, 
files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off list ; 
Black Diamond files, 50-10 per cent off list 
Flint Paper and Cloth.—Prices are 
high but show no signs of early change. 
Stocks are moving as well as could be 
expected. 
We quote 


f.o.b 


from jobbers’ 
Chicago: First quality flint 
$4.25 per ream; first quality 
No. 0, $25.50 per ream. 

Galvanized Ware.—Realizing that a 
stiffening in the price of galvanized 
pails and tubs must follow the advance 
in sheets, dealers are covering their 
requirements by immediate buying. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized tubs, standard, No. 0, 
$4.75 per doz.: 5.75 per doz.; No. 2, 
$6.50 per doz.; No. 3, $7.60 per doz.; 
medium grade heavy galvanized tubs, No. 
100 S, $9.50 per doz.;: No. 200 S, $10.50 per 
doz.; No. 300 S, $12 per doz.; common 
galvanized pails. -qt., $1.80 per doz.; 
10-qt., $2 per doz.; 12-qt., $2.20 per doz.: 
14-qt., $2.50 per doz.; common galvanized 
stock pai's, 16-qt., $4.25 per doz.; 18-qt., 
$4.75 per doz. 


Glass and Putty.—Building activities 
are doing much for these. lines. Small 
towns are having unusually good sales 
this spring. 


We quote from 
Chicago: Single 


stocks, 
paper, 
emery 


f.o.b. 
No. 04, 
cloth, 


No. 1, $5. 


jobbers’ stocks, f.o.b. 
strength A and _ single 
strength B. up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B, over 25-in. bracket, 85 per cent 
off. Double strength A, all brackets, 85 per 
cent off. Double strength B, all brackets, 
87 per cent off. Putty in 100-Ib. kits, $3.65: 
commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65c. 


Hatchets.—Buying is more general in 
these lines. Prices are apparently firm, 
and on the cheaper grades are con- 
sidered very favorable. 


We quote 
Chicago: 
hatchets, 


from jobbers’ stocks, f.o.b. 
Size 2, extra quality, broad 
$16 per doz.: competitive grade, 
$12 doz.; warranted shingling hatchets, $12 
doz. : competitive forged shingling hatchets, 
$8 doz. 


Hammers.—Improvement in sales has 
been noted. No early changes are ex- 
pected. 

We quote from jobbers’ stocks. f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 


Hickory Handles.—This line is still 
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enjoying unusually good sales with rul- 
ing prices considered low. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz. ; special 
second growth white hickory, $4. 50 doz. ; 
No. 1 hatchets and hammer handles, 80c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 

Hose.—Sales are beginning to show 
an increase. Settled weather will do 
much to increase buying. 

Chives re Pe jobbers’ stocks, f.o.b. 

-in. molded reel hose, good 
quality, the! Yt in. 3-ply good quality 

Yuck hose, 1 %-in. 4-ply good quality 
duck hose, 16s 4 ¥% -in. 5-ply "maitigit hose, 
10%c. 

Ice Skates.—Prices on ice skates 
show a decline of approximately 15 per 
cent, and on account of the shortage 
last season dealers will no doubt place 
their orders now for future delivery. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Key Clamp Rocker, men’s and 
boys’, Spright —. 70c. pair; Key Clamp 
Hockey, $1.03 pair; "Half Key Clamp Rocker, 
women’s and girls’, 96c. pair; Half Key 
Clamp Hockey, women’s and girls’, $1.26 


pair. 
Incubators.—The season is in full 


swing and most dealers have supplied 
their trade by this time. There was 
a shortage and factories are still be- 
hind. Orders are about 50 per cent less 
than a few weeks ago and many sales 
ean still be made. 


We quote from jobbers’ 
Chicago: Queen line incubators, 
cent; Brooders Stones, 30 per cent. 
facturers look for a large demand. 


Lawn Mowers and Grass Catchers.— 
There is a very good demand and dry 
weather will increase the retailer’s 
sales. Prices seem to be firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 12-in., $5.20 each net; 14-in., $5.50 
each net; 16-in., $5.85 each net; 18-in., 
$6.20 each net. Ball bearing lawn mowers, 
4 blades, adjustable bearings, 8-in. drive 
wheel, finished in gold, ot. and blue, 
14-in., $7.50 each net; 16-in., $7.80 each 
net; "10%4-in. raised open drive wheel, 4 
tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net. Same, 
16-in., .95 each net; same, 18-in., $10.45 
each net; 20-in., $11 15 each’ net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.5 53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 

Lanterns.—Few future orders are 
being taken and current needs are 
limited. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$8.25 per doz.; No. 2 Dietz cold blast 
lanterns, $13 per doz.; with large founts, 
$14.25 per doz.; best tubular lanterns, $8.25 
per doz. ; Dietz Scout, $6 doz.; Competition 
lanterns, No. 0 tubular, $6.65 per doz. 


Nuts and Bolts.—Resale prices in 
this territory were advanced 5 per cent 
last week. Demand is good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 60 per cent 
off list; small carriage bolts, 65 per cent off 
list; large size machine bolts, 65 per cent 
off list; small size machine bolts, 65-10 per 
cent off list; all stove bolts, 80 per cent off 
list; all lag screws, 65 per cent off list. 


stucks, f.o.b. 
35 per 
Manu- 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, April 15, 1922. 


a weather has helped the 
movement of hardware out of re- 
tail stores during the past week, and it 
is safe to assume that business in this 
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Nails.—Several of the independent 
mills have advanced nails 10 cents per 
keg in the past week, but for the pres- 
ent jobbers’ prices out of stock remain 
the same. 

We quote from jobbers’ stocks, f.o.b. 
—— Common wire nails, $3 per keg 

Oil Stoves—W<arm weather has in- 
creased sales and prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, legs shelf, $10. 85 each ; 
3-burner, less sheif, h; 4-burner 
less shelf, $18 eac g = * shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 

Paints and Oil.—Good sales are re- 
ported and there are no changes in 
market prices of last week. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 bbl., 94c. 
per gal.; boiled linseed oil, 96c. per gal; 
raw linseed oil, 5 bbl. or more, 90c. per 
boiled, 92c. per gal. ; less 1 d cent 10 ¢ days. 
Turpenti ne in barrels, $1. per gal. e- 
natured alcohol in Bi 42c. per gal. ; 
strictly pure white lead, 100-Ib. kegs, 
lb., 12%4c.; 50-lb. kegs, per Ib. % 
paste in barrels, 6c. per Ib. 
shellac, 4-lb. goods in gal. cans, $4.75 per 
gal. ; pure apn shellac, 4-lb. goods in gal. 
cans, $4. r gal.; English Venetian red, 
in sg $3 50 and $6.75 per cwt. 

Roller Skates.—Sales are continuing 
large and factories are unable to keep 
up to demand, 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 

Rope.—Orders are for highest quali- 
ty. The line is moving in large volume 
on current orders. Prices are without 
change. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Highest quality manila rope, 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, 16c. to 16%c. per Ib. 
base ; so-called hardware grade manila rope, 
12%c. per Ib.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%c. 
per . base; No. sisal rope, standard 
brands, 13c. to 14c. per Ib. base. 


Sash Cord.—Demand is better and 
prices show no indication of change. 


We quote from jobbers’ stocks. f.oh 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 per doz. hanks. 


Sash Weights.—Building activities 
are bringing out nice business. Prices 
are considered favorable and no early 
changes seem likely. , 


We quote from _ jobbers’ stocks, 
Chicago: Sash weights per ton, $36. 


Screen Doors.—Stocks have started 
to move and there is a fair demand for 
screen doors and window screens, 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Three panel %-in. 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 per doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. = 
doors, $20 per doz.; five panel, 14 2-ft. 
6-in. x 6-ft. 6-in. ‘plain doors, $21.65 per 
doz.; four panel, 1\%-in. 2-ft 6-in. x 6-ft. 
6-in. fancy doors, $29.70 per ‘aon. 


Screws. — Although manufacturers 
announced increases two weeks ago, 
local prices have not changed. 


We quote from jobbers’ stocks. f.0.b. 
Chicago: Flat head bright screws, 85-1214 
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direction was better than it had been 
before in a long time. Sentiment nat- 
urally is more hopeful. The movement 
of shelf hardware out of local jobbing 
stocks does not show any appreciable 
improvement, but the better retail busi- 
ness soorer or later is bound to be re- 


f.0.b. 
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per cent off list; round head blued, 85 per 
cent off list ; flat’ head brass, 80-15 per cent 
off list ; round head brass, 80-5 per cent off 
list ; japanned, 80-5 per cent off list. 


Stove Pipe and Elbows.—Orders for 
fall shipment are being taken, and the 
better grades are being purchased, 
Prices are considered well liquidated 
and are likely to be higher, rather than 
lower, when the season opens. Advance 
sales are brisk. 


We quote from jobbers’ stocks, —- 
eons: 6-in., 31 $8.75; 
$9.60 ; 28 gage, $11.85; 26 gage, $14.3 
6-in. elbows, 30 gage, $1.15; 28 gage, $1. 30: 
26 gage, $1.55 per doz, 


Solder and Babbitt Metal—The mar- 
ket is firm with a stronger tendency, 
while the sales volume * increasing. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Warranted 50-50 wy $22 per 
100 a: medium 45-55 solder, $21 per 100 
ib.; tinners’ 40-60 solder, $20 per 100 lb.; 
high speed babbitt metal), $18 r 100 1b.; 
standard No. 4 babbitt metal, $ per 100 lb. 


Sledges and Eye Hammers.—Sales 
are increasingly good, and prices are 
relatively very low. 


We quote from jobbers’ 
Chicago: Striking and B. 
16 Ib., $8 per 100 Ib. 


Steel Sheets.—Sales are decidedly 


stocks, £.0.b. 


S., sledges, 5 to 


better, doubtless stimulated by the $3 
per ton advance announced last week. 


We quote from jobbers’ stocks, 
Chicago: 28 
per 100 lb.; 
100 Ib. 


f.0.b. 
gage galvanized sheets, $5.30 
28 gage black sheets; $4.30 per 


Sporting Goods.—Brisk future busi- 
ness is being experienced in ammuni- 
tion. Future orders for firearms are 
beginning to come in. No price changes 
are in sight. Fishing tackle sales are 
splendid. Baseball orders have been 
very large and sales are keeping up, as 
dealers are sending in their re-orders. 

Wire Goods.—Sales are running into 
good volume. Fence wire and barbed 
wire were advanced by several inde- 
pendent mills. No change in jobbers’ 
prices yet. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.65 per 
100 Ib.; 12’ mesh black painted wire cloth, 
$1.90 per 100 sq. ft.; poultry netting, 56 
per cent off; galvanized after weaving, 51 
per cent off; catch weight spool galvanized 
cattle wire, $3.65 per 100 Ib.; 80 rod spool 
galvanized hog wire, $3.23 per spool; No. 8 
galvanized plain wire, $3.35 per 100 Ib. 


Wrenches. — Demand still remains 
above normal with good sized orders 
being received. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent. 


Wringers.—Sales are holding up well. 
Prevailing quotations are 50 per cent 
off Lovell’s list. 

Washing Machines.—Nice increases 
are shown in sales. Dealers are push- 
ing the lines hard, and demand on the 
part of consumer is considered quite 
active. 


flected in the wholesale market. It is 
not intended to infer that the jobbing 
shelf hardware business is dull, for, on 
the contrary, the weekly turnover is 
holding its own. 

Among the loca] mill supply houses 
little fault is found with general condi- 
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tions. Demands for merchandise used 
in connection with the manufacture of 
radio apparatus are growing very fast 
and have already assumed substantial 
proportions. Such buying, coupled with 
a further improvement in the movement 
of regular lines, is making for more 
activity than has been noted before in 
considerably more than a year. Job- 
bers say that buyers have ceased to 
question the future trend of prices, 
which is a most encouraging sign, the 
contention being that people will buy 
freely enough once they feel reasonably 
certain the bottom in prices has been 
reached. 

Heavy hardware jobbers are doing 
slightly more business than they were a 
week ago, while daily sales are running 
considerably in excess of those for the 
corresponding time last month. De- 
velopments in the coal strike situation 
have led many users of heavy hardware 
stocks to begin to anticipate their re- 
quirements, and jobbers themselves are 
pushing mills for deliveries of iron and 
steel due them. Even some of the New 
England textile mills closed by the 
strike are buying from jobbers. 

In summing up the general hardware 
outlook in this territory, it can be said 
that sentiment regarding the future and 
prices has taken a definite turn for the 
better, and a larger turnover of mer- 
chandise is resulting. With a continua- 
tion of new construction throughout 
New England on its present scale, an- 
other month should witness a still fur- 
ther increase in general hardware sales. 


Abrasive Wheels.—One of the leading 
manufacturers of abrasive wheels has 
advanced prices approximately 10. per 
cent, due to the fact that it has been 
selling same for less than cost of pro- 
duction. Jobbers are quoting 60 per 
cent discount on regular grain wheels, 
whereas heretofore they quoted 60 and 
10 per cent discount, and 55 per cent 
discount on special grain wheels, as 
against 55 and 10 per cent heretofore. 
It is generally believed among jobbers 
that other abrasive wheel manufactur- 
ers will make a change in their lists. 

Automobile Accessories.—Aside from 
a decline of about 10 per cent in one 
make of brake linings and a slight re- 
duction in competitive lines of swivel 
joints for speedometers, prices for 
standard lines of automobile accessories 
remain as heretofore. Local jobbers 
note a decided improvement in the 
movement of accessories out of stock, 
the demand for bumpers being espe- 
cially active at the moment. As has 
been predicted, the registration of pleas- 
ure cars and trucks in New England 
States is breaking all previous rec- 
ords, and the hardware trade is look- 
ing forward to a good accessory busi- 
ness throughout the remainder of 1922. 

Bolts and Nuts.—While the general 
demand for bolts and nuts continues to 
expand, that for all styles of brass nuts 
is especially brisk just now, due to the 
activity of radio apparatus manufac- 
turers. On machine bolts and regular 
lines of nuts sentiment, both in jobbing 
and retail hardware circles, is more op- 
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timistic than it has been before in 
months, due to the better feeling 
among manufacturers as to prices. All 
talk of a possibility of lower prices has 
stopped, and large consumers are be- 
ginning to ask jobbers if it is not a 
good time to stock up. 

We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 60 and 5 
per cent discount; larger and longer, 60 
per cent discount; with C T D nuts, 50 and 
10 per cent discount; ; tap bolts, 25 per cent 
discount; add 10 per cent discount for hex- 
i heads; common carriage bolts, 50 and 

per cent discount; stove bolts, 80 per 
cent discount; bolt ends, 60 per cent dis- 
comnts tire bolts, 60 per cent discount, 

P, all kin 3c. off list; C PC 
and . all kinds, 3c. off list; semi-finished 
hexagon nuts, 9/16-in. and smaller, 80 per 
cent discount; larger, 70 and 10 per cent 
discount; finished case hardened nuts, 70 
per cent discount; machine screws, nuts, 
iron, list; machine screws, nuts, brass, 
25 per cent discount. 


Bouquet Holders.—Some of the man- 
ufacturers of bouquet holders and va- 
rious cemetery vases have made a slight 
reduction in certain numbers contained 
in their lists and local jobbers have re- 
vised their quotations accordingly. 

We quote from Boston jobbers’ stocks: 
Bouquet holders: Iron, No. 2, 30c. each; 
Glass, with holder, No, 14, 65c. each; Re- 
public metal ware, No. 22, $1.40 per dozen. 

Bottles.—One of the leading Eastern 
manufacturers of vacuum bottles has 
notified the jobbing trade here that 
prices on low priced bottles and fillers 
have been withdrawn. The presump- 
tion among the jobbing trade is that 
the manufacturer is sold far ahead and 
is taking this precaution against an ad- 
vance in raw materials. Boston job- 
bers, however, are well stocked with 
low priced bottles; consequently, the 
retail trade can secure prompt deliv- 
eries. 

We qucte from Boston jobbers’ stocks: 

Bottles.—Thermos, brown steel cases, 
pints, $1.50 list; quarts, $2.50; corrugated 
nickel, pints, $3.50; quarts, $5; smooth 
nickel pints, $4.25; quarts, $5.50: discount, 
25 to 10 per cent. Universal bottles, same 
price and same discount. Ferrostat, black 
finish, pints, $7.50; leather finish, $8.50; 
quarts, black finish, $10; leather finish, $11; 
2-qt., black finish, $15 leather finish, $16. 
Discount, 30 per cent. 

Jugs.—Ferrostat, qt. No, 404. Verde cop- 
per finish, $14 each, less 30 per cent dis- 
count, 

Bulbs.—Prominent manufacturers of 
electric light bulbs have issued new 
lists which show an average decline of 
5 cents per bulb, and local jobbers have 
revised their quotations. For instance, 
10, 25, 40 and 50 watt bulbs are now 
quoted at 35 cents list, whereas hereto- 
fore they were 40 cents, and 60 watt 
lamps that were 45 cents are now 40 
cents. Jobbers are giving a discount of 
25 per cent from list prices from oyt of 
stock and 30 per cent discount on fac- 
tory shipments to any New England 
point. 


Canned Heat.—The demand for 
canned heat appears to have taken on a 
new lease of life and is unusually good 
for this season. Jobbers explain this 
fact by pointing out that a great many 
utensils are in the hands of New Eng- 
land people and that it is coming a 
time of the year when the consumption 
of canned heat naturally increases. 


We quote from Boston jobbers’ stocks: 
Sterno, $10.80 per gross, in any quantity; 
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Theroz, $14.70 per gross, in any quantity; 
No. 4006, 90c. per doz. net or $10.8u per 
gross; larger size, $2.10 per doz. Sterno 
cooking ware No. 4001, stand with boiler 
(small), $9 per doz.; No. 4041 (large), $24 
per doz.; 33% per cent discount. Tea 
kettle, with tray, $3.50 net each. Folding 
stoves, single burner, $24 per doz.; double 
burner, $30 per doz.; discount 33% per cent, 

heroz Cooking Ware.—Paragon burners, 
10c. each; No. 4 burners, $2 per doz.; Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), $3 per doz.; blue flame stoves, two 
burners, $2.35 each; “combination mess kits, 
$3.33 each, 


Clocks.—The Gilbert line of wood 
time clocks, dainty assortment, is now 
being jobbed out at $11.70, contrasted 
with $13.50 heretofore. The demand 
for all kinds of time clocks is normal, 
local stocks are in fairly good shape, 
and retail dealers should have no diffi- 
culty in getting prompt deliveries on 
what they need. 


We quote from Boston jobbers’ stocks: 

Western jine.—American, small lots, 98¢c, 
each, dozen lots, 95c., four dozen lots, 92c.; 
Sleepmeter, small, $1.30, dozen, $1.26, four 
dozen, $1.22; Jack- -o-lantern, small, $1.95, 
dozen, $1. 90, four dozen, $1. 85; Bunkie, 
small, $1.79, “dozen, $1.75, four dozen, $1.68; 
Bingo, smail, $2.11, dozen, $2.05, four dozen, 
$1.99; Big Ben, small, $2.28, dozen, $2.21, 
two dozen lots, $2.14; Baby = small, 
$2.28, dozen, $2. 21, two "dozen, $2. 

Waterbury line.—Royal, An, = Tbe. 
each, less than case lots, 80c. to 85c.; Call, 
small lots, $1.30, case lots, $1.23; Vigilent, 
small lots, $1.36, case lots, $1.29; Daybreak, 
small lots, $1.74, case lots, $1. i Cyclone, 
small lots, $2.33, case lots, $2.2 

Gilbert line.—Wood time i 
assortment (six clocks) $11.70 for six. 


Cooking Ware (Glass).—An increased 
movement of glass cooking ware out 
of stock is noted by Boston jobbers, 
who say the retail trade is enjoying a 
good turnover in this class of mer- 
chandise. The retail trade also is said 
to have confidence in cooking ware, in- 
asmuch as the manufacturers previous- 
ly have announced that prices will re- 
main unchanged the balance of 1922. 

We quote from Boston jobbers’ 

Casseroles.—Round, deep, 1-qt., 
each; 1%-qt., $1.75; round, shallow, 
$1.50; 1%., $1.75; round, individual, 
70c., round, standard, 1-qt., $1.50; 1%-qt., 
$1. wi , ras shallow, beefsteak, 1-qt., $1.50: 
1 , $1.75; oval, standard, 1-qt., $1.50; 
1 " 1.75. 

Pudding dishes. —Round, deep and round, 
standard, 1-qt., 85c. each; 14%4-qt., $1; 2-qt., 
$1. _ Oval, shallow and oval, standard, 
1-qt., 85c. each; 1%-qt., $1; 2-qt., $1.20. 

Bakin dishes.—Oval, shallow, 9-o0z., 40c. 


each; 12%-oz., 65c.; 18%4-0z., 60c. Indi- 
vidual pie dish, round, 6-0z., 25c. each; 


8-oz., 30c.; 12-02., 40c. 
Pans.—Bread, $0c. and $1.50 each; bis- 
cake, round, 75c., 


cuit, 85c. and $1.25; 
square, $1 and $1.50. 
Pie plates.—Nurrow ri ; o and 90c. 
each; wide flange, 50c. to 
Custard cups.—Round, fs “9 20c. each, 
6-0z., 25c.; oval, 5-oz., 30c.; French pattern, 


4-0z., 20c., 6-0z., 25c. 

Bean pots.—Round, $1, $1.75 and $2.50 
eac 

Terms.—Jobbers’ terms are 334% per cent 
off list. 

Cotton Duck.—The local market for 
cotton duck is 4 cents a yard lower. 


Jobbers now are quoting same at 32 
cents a yard. 


Croquet Sets.—The demand for all 
styles of croquet sets is running well 
ahead of last year and local stocks, in 
some instances, are down to compara- 
tively small limits. New lists were 
issued by the manufacturers some time 
ago and no change in prices is antici- 
pated by the jobbing trade. 

We quote from Boston jobbers’ 

ea sets.— No. 8, 8 ball, 


No. 8 ball, $3; No. N, 8 
Nay "4 ball, $4.50. 


dainty 


stocks: 

$1.50 
1-qt., 
8-02., 


stocks: 
$2 per set: 
‘pall, $4; No. 
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Cutlery.—In connection with going 
business in cutlery, it is interesting to 
note that jobbing salesmen on the road 
are getting practically all the business 
being booked by their respective’ firm, 
whereas a year ago retail dealers made 
personal visits to local jobbing houses 
and themselves placed their orders for 
merchandise. All of which bears out 
the fact that good cutlery job lots are 
fast disappearing and that the retail 
trade is beginning to realize it must 
depend on standard lines for stock. 
Orders being placed to-day cover a wide 
range of cutlery, but small amounts of 
individual styles are being taken. 
Prices apparently are firm. 

Fishing. Tackle.—The trout season in 
New England is wide open to-day and 
retail dealers are enjoying good sales 
of fishing tackle, especially those of the 
trade who had gone to the trouble to 
display and in other ways let the pub- 
lic know they have fishing tackle for 
sale. Jobbers are still booking. busi- 
ness from those retail dealers who pre- 
viously failed to stock up and also are 
getting repeat orders from others who 
bought early in the season. The price 
situation shows no change. 

Freezers——Up to date bookings for 
ice cream freezers by local jobbers 
have been quite satisfactory. The New 
England ice crop during the past win- 
ter was unusually large and many of 
the interests handling same have made 
g reduction in prices. The cost of other 
ingredients that go into ices are less 
than they were a year ago, and, for that 
reason, many in the retail trade are an- 
ticipating a considerable turnover this 
season in freezers. 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, April 10. 

HE strike of the soft coal miners, 

which started on April 1, has be- 
come a decided factor in the steel trade. 
It has already resulted in the shutting 
down of a number of blast furnaces and 
steel works, and has also resulted in 
keeping idle a number of blast furnaces 
and steel plants, for which plans were 
being made to put in operation owing 
to the heavier demand for all kinds of 
steel products. Some large steel con- 
cerns that have non-union mines of 
their own fully expected that these 
mines would continue in operation right 
along, and give them a full supply of 
coal, but such has not been the case, as 
some of the mines are down, owing to 
the non-union miners having gone out 
on a sympathetic strike. 

The Pittsburgh district has been hit 
fairly hard, and indications are that 
more plants will have to go down, un- 
less the strike is settled in the near 
future. Take the Carnegie Steel Co. as 
an example. This concern had all plans 
made to start no less than six more 
blast furnaces as soon as they could be 
made ready, but the coal strike has 
compelled the company to give up all 
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We quote from Boston jobbers’ stocks: 
Freezers.—White Mountain, 1-qt., $4.85 
list; 2-qt., $5.65; 3-qt., $6.75; 4-qt., $8.25; 
. $10.45; 8-qt., $13.50; 10-qt., $18: 12-qt., 
res 15-qt., $25.6; 20-qt., $33.20; 25-qt., 


stic, 1-qt., $4 list; 2-qt., $4.60; 3-qt., 
; 4-qt., $6.80; 6-qt., $8.66; 8-qt., $11.10; 
; el 12-qt., $16.65; 15-qt., $23.30; 
30. 
Jobbers’ discount, 50 per cent, from store 
or factory. 
Jack Screws.—Local jobbers are quot- 
ing jack screws at 50 per cent discount, 
contrasted with 40 per cent discount 


heretofore. 


Lunch Kits.——A good demand for all 
kinds and makes of lunch kits is re- 
ported by the wholesale trade here. 
The recent downward readjustment in 
manufacturers’ prices has done much 
to stimulate business, according to the 
jobbers. 


Metals.—Apparently the radio boom 
has just about hit Boston. Mill supply 
houses are having heavy sales of brass 
and copper sheets and rods and alumi- 
num sheets and, judging from inquiries 
at hand, a further large business will be 
booked during the remainder of this 
month at least. 


Roller Skates.—In one or two in- 
stances local jobbers are doing an un- 
usual business in roller skates just 
now, but with the rank and file the re- 
tail demand is no more than usual at 
this time of the year. The price situa- 
tion remains unchanged. 


Screws.—Further encouragement is 
found in the movement of both wood 
and machine screws out of local stocks. 
One Western manufacturers of machine 
screws has notified jobbers of an im- 
pending material advance in prices, and 
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idea of starting these furnaces, and has, 
furthermore, compelled the company to 
close down three or four of its fur- 
naces. In addition to the foregoing the 
company has closed its large steel works 
at Mingo Junction, Ohig, which it had 
started recently after being idle for 
more than a year. Two blast furnaces 
at Mingo Junction have also been 
closed. Another large steel company 
in this district which has its own coal 
mines operated by union miners has 
closed them, and is now refusing to take 
on any more business, not caring to 
have any more commitments on its or- 
der books than it has now. 

Another effect of the coal strike has 
been to stiffen prices very materially, 
and on some products, notably pig iron, 
there have been distinctive advances in 
prices. Before the coal strike started 
prices were going up, and consumers 
having the strike in view, have been 
buying heavily, as they feared further 
price advances, and also a_ possible 
shortage in supply of materials, in case 
the strike should last a considerable 
time. .In the Pittsburgh district basic 
iron is up fully $1 a ton, foundry is up 
about $2 a ton, and advances in prices 
have taken place in some lines of fin- 
ished steel. The steel companies are 
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the presumption is that Eastern manu. 
facturers will take similar action with. 
in the near future. Nothing authentic 
in this respect, however, has been re- 
ceived from the latter by the jobbing 
trade. The manufacturer of radio ap- 
paratus on a large scale throughout 
New England has created an unusual 
demand for all kinds of brass screws 
and local stocks are beginning to be- 
come broken. 

We quote from Boston jobbers’ stocks: . 

Wood Screws.—Iron, bright, flat, 82% and 
20 per cent discount print; flat head blued, 
82% and 20 plus 5 per cent discount; 
round head blued, 80 and 20 per cent dis- 
count; flat head brass, 77% and 20 per cent 
discount; round head brass, 75 and 20 per 
cent discount; flat head galvanized, 67% 
and 20 per cent discount; roundhead 
nickel, 70 and 20 per cent discount. 

Machine Screws, etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 75 and 10 per cent dis- 
count; cap screws, square and hexagon, 
75 per cent discount, fillister, 40 and 10 
per cent discount; flat 30 per cent discount; 
button head, 20 per cent discount; lag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 

Shovels.—Local jobbing quotations 
on steel shovels have been reduced $2.50 
per dozen to correspond with lists is- 
sued by manufacturers. For instance, 
fourth grade No. 2 shovels are now 
quoted at $10.75 per dozen, base, and 
other numbers have declined accord- 
ingly. 

Solder.—The turnover of solder and 
babbitt, according to the local jobbers, 
has been quite encouraging so far this 
month. In fact, the demand for solder 
is better than it has been before this 
year and prices are slightly more than 
1 cent per Ib. higher. 


afraid to sell very much, not knowing 
how long the strike may last, while 
consumers are anxious to cover ahead 
as far as they can, so that advances in 
prices are the natural result of this 
situation. At the moment there are 
no signs of an early settlement of the 
coal strike, and it may go on for some 
time. One thing is sure, and that is 
the public is not in sympathy with the 
strike, and it has been a very long time 
since any strike has been won by the 
men that did not have public ap- 
proval. 

It is likely that output of pig iron, 
semi-finished steel and finished steel 
products will show a falling off in April 
as compared with March, due entirely to 
the strike. The output of steel ingots 
in March has been estimated at 2,815,- 
000 tons, a rate of production at least 
20 per cent higher than in February, 
but April will not show as large an out- 
put. 

The railroads are still buying heavily 
of cars, rails and other track equip- 
ment, and it is estimated that at least 
400,000 tons of plates, shapes and other 
materials will be needed soon for cars 
that have been placed by the railroads 
in the past two weeks. We have noted 
that the New York Central Railroad 
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Mill and 


Steel — To to 0 Ke 
2 

h Bars, 10 to 40 bb, 
Pinc ‘ars, ras 


BELTING—LEATHER— 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy. Dn os. 9 
Belting, Heavy, 1 40% 
Jelting, Medium, 14%" Ps " 
Belting, ie, 13 eh = 


, Sid 55% 
; Shoulders. 60% 

ing, Strictly 
5% 





Rubber— 
Genpatiicn (Low Grade) 50&10% 
Stan -40&10% 


Best , siithine iain al 
BLOCKS—Tackle— 
Common Wood 


Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% x 6, and smaller... .60&5% 
Common Carriage (rolled 
thread): 
* 6, and smaller. .50-10-5% 
arger or longer Lee % 
Philo. Eagle, $3.00 list 
Bolt Ends, H. P. 
Machine (cut thread): 
&% x 4, and smaller.60-10-10% 
Larger or longer...60-10-10% 
DRESSING—Belt— 
Liquid in gal. cans, gal. .$3.00 


DRILL AND DRILL 
sTOCcKs— 
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Hardware Supplies Prices—April 17, 1922 


HAMMERS AND 
SLEDGES— 

3 to 5 Ib 

Over 5 Ib 


OILERS— 

Steel, Copper Plated... .663%4-5% 
Chace, Brass and Copper. "0% 
Railroad, coppered 

Chace, Zinc Plated 

Railroad, brass 


PICKS AND MATTOCKS— 

Railroad 

Contractor's Picks 

40% Discount 

ROPE— 

Eastern Retail Trade, Per ib. 

Manila, in, diam. and larger: 
Highest Grade...19¢ lb. base 
Second Grade 16¢ Ib. base 
Hardware G 

Sisal, 4 in, diam. and wars 
Highest Grade ..eeeeees-B3¢ 
Second Grade 20¢ 

Sisal, Hay, Hide and Bale Ropes, 
Medium ond Coarse: 


First Quality, 2334¢; second 
qualit 20%¢ 
me > ‘erred, Medium Lath 


Rese 
Second gu await 
Cove Rop 
Best 5/16-in, and larger, 
to 60¢ 
Medium, 6/16-in. and larger, 
47 


7 Me 5/16-in. bx 


neat’ 
No. 1. %-in. and up 


No. 2, %-in. and up.. i9388 


Saw Frames— 
Tron, per GOS...sseecceees $3.10 
Steel, adj., 8 to 12 in., per oe. 
64 
Steel, adj., steel hdle., per doz.,. 
$3.50 


Star H. S. Frame 
Adj, Pistol-Grip, per doz.. 


SCREW S— 
Coach, Lag and Jack— 
Coach, Gimlet Point...60-10-5% 


Jack Screws— 
Standard List 


Machine— 
Cut Thread Iron, 
Flat Head or Rownd Head, 
50&10% 
Fillister or Oval Round Bos, 
5$0&1 


Fillister or Oval ~e % 40&10% 
Rolled Thread Iron, F, H. or 
R. H 80-20 


Fillister or Ovai Head. 30% 
Rolled ys Brass: 

F. H, or H 80% 

Fillister or yt Head 60% 


Set and Cap— 
Flat Head, Iron o00075-5% 


$18.12 


Set (Steel) net advance over 
tro 

Sq. . 

Hex. Hd, Cap 
H%” and smal 


4” an 
Filhster Head Cap. 


Wood 
Flat Head Iron......82-10-5-5% 
Round Head, Iron... .65-20-10% 
Flat Head, Brass. 773 4-20-5- 5% 
Round Head, Brass. .70-20-5-5 % 
flat Head, ~~ S581 0810 % 


M.S. Pty A Taps, No. 2. b 
12 0-5% 
M. S. ‘Teper "Taps, larger. oy 5% 


WASHERS—Cast— 


Over \-inch, barrel lots, per 
100 Jb. 6.25 


Iron and Steel 


Size Bolt... 
Washers $8.75 


WRENCHES— 


Agricultural 

Alligator or Crocodile 

Drop Forged S 

Stilison pattern 

Genuine Walworth Stillson, 
624% 


METALS— 


Straits, 
Bar 


Copper— 
Lake Ingot ... 
Electrolytic 
Casting 
Spelter and Sheet Zinc— 
Western spelter 6% @7¢ 


% 
Sheet Zinc, No, 9 base, cast 
914¢ open 10¢. 


Lead— 


American Pig, Per Ib. 6} 1 @6%¢ 
Bar, Per Ib @i%¢ 


Solder— 
4 x % guaranteed 
No. 1 
Refined ... 
Prices on solder indicated by 
private brand vary according to 
composition. 


Twist, Bit Stock 50-10-10% 
(wist, Taper and Straight 


ink 50 
Wire Gauge Jobbers’ ~~ a S 
Blacksmith 0-5% 
Brace Drills for Wied! 40-10-8% 
EMER Y—Tarkish— 


Out of market at present time. 
Domestic, Ib. -ll¢ 


SAWS AND FRAMES— 
Hack— 


Round H ead, B 


Hand P by ay %toK 
fn % 








lately bought 16,000 new cars, and this 
road is now in the market for repairs 
for about 30,000 more cars, and has late- 
ly bought forty locomotives, the St. 
Paul road has bought twenty-five, and 
other roads are in the market for loco- 
motives, the Denver & Rio Grande hav- 
ing inquiries out for 100 and the Buf- 
falo, Rochester & Pittsburgh for 
twenty-eight. The locomotive shops 
have now more real orders on their 
books for locomotives than at any time 
for two or three years. 

Demand for structural steel ee is 
very heavy, actual orders placed in 
March having been about 90 per cent of 
the capacity of the structural shops. 
The largest order for steel shapes 
placed in a very long time was given 
out last week, and was for 23,000 tons 
for a new bridge: for the New York 
Central Railroad, taken by the McClin- 
tie-Marshall Co. of this city. All this 
material will be furnished by the Car- 
negie Steel Co. of this city, and will be 
fabricated in the shops of the McClin- 
tie-Marshall Co. here. 

Expectations of any lower prices on 
steel have entirely disappeared, and the 
question now is how much prices may 
advance. due to the coal strike, and, 
incidentally, to the heavy business on 
the books of the local steel mills. 

The hardware trade is participating 
to some extent in the improvement in 


the steel business, but which has been 
halted by the coal strike. Local jobbers 
report they are having a good demand 
for spring goods, and retailers say these 
goods are moving out freely over the 
counter. Lawn mowers, garden tools, 
field fence, poultry netting, barb wire 
and other similar products are in good 
demand. On field fence one large maker 
is reported to be back about four weeks 
in shipments. 


The few changes made in hardware 
prices in the past week were mostly 
reductions, the notable one having been 
a reduction of $2.50 in prices on shov- 
els, this having been made late last 
week. A few other small hardware 
items were slightly reduced, but prices 
on stove pipe were advanced 40 cents 
per 100 joints by at least one large 
maker. This advance was made on ac- 
count of the higher prices for black 
sheets. 

Local hardware dealers who handle 
radio supplies report a heavy trade, the 
chief trouble being to get the goods fast 
enough to meet the demand. A radio 
show was held here last week in the 
William Penn Hotel, and it attracted 
thousands of visitors, having been very 
successful in every way. The show 
will no doubt have the effect of largely 
increasing sales of radio goods. 


Collections are reported as fair, al- 


524&10&10% 
ores. DIES AND 


Babbitt Metal— 
Best grade, per lb 75¢ 
Commercial grade, per Ib..... 
Antimony— 


Asiatic, per Ib.. 


Aluminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 


remelting, per Ib......25@27¢ 


though they are rather slow in the in- 
dustrial centers in this vicinity. 


Automobile Accessories.—The United 
States Tire Co. has announced a slight 
reduction in prices on inner tubes. Job- 
bers are now quoting 30x3% in. at 
$1.27 for gray and $1.63 for red. De- 
mand for accessories is only fair, but if 
the fine weather of the last few days 
should last a better demand is ex- 
pected. 


We quote from jobbers’, stocks, f.o.b. 
Pittsburgh, as follows: Miller Falls No. 
145 jacks, $4.75. Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12: Derf 
spark plugs, 96c. each for all sizes in lots 
less than 50: Champion X spark plugs, 45c. 
each for less than 160 and 43c. each for 
over 100; Champion regular, 53c. each for 
— than 100, all sizes 50c. each for over 

). 


Axes.—The new demand is quiet, but 
jobbers are taking a fair number of or- 
ders for fall delivery. Prices are firm. 

Local jobbers quote popular makes of 
axes as follows: Red Warrior, handled, 
single bitted, 3% to 4% Ib., $14.7 75 per doz.; 
4 Ib. to 5 Ib., $15.25 per doz.; Red Warrior, 
double bitted, handled, 3% Ib. to 4% Ib., 
$19.75 per doz.; 4 Ib. to 5 Ib., $20.25 per 
doz.; Red Warrior, unhandled, single bitted, 
3% Ib. to 4% Ib., $11 10 per doz.: 4 Ib. to 
5 Ib., $12 per doz.; Red Warrior, unhan- 
dled, double bitted, 3% to 4% Ilb., $16.50 
per doz.; 4 Ib. to 5 Ib., $17.50 per doz. 


‘Bolts and Nuts.—The new demand is 
better, and some makers say they must 
have an advance in prices before there 
is any profit in the business. The mar- 
ket is firmer than for some time, and 
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Paint Material Prices as Quoted in 


Animal, Fish and Vege- 
table Oils— ta 
‘aim, 
lots, * gal. 
Oity, 5-bbl. lots, eal. 
Out-of-town, 5 bbl. lots 
and over, gal......... 
Bolled, 2¢ per gal. advance on Raw. 
Lard, city, Steam.... . 9%@9% 
Neutra] .12%@12% 


Oetton seed, Bone, Ib. 
Bleachable ite, ©. 


Yellow Summer, 
Ib. 


Crude in bbls. 

Tallow, acidiless, gal... 
Menhaden 

Orude, in bbls "8. 
Light pressed, gal Bone dry 


Orange, Fine ......... 
Orange, Superfine 


White and Red Lead, Etc. 


Cocoanut, Ceylon, bbi. 

mM Zi 8% @9 
Cod, Domestic, rime.... .56@ — 
Newfoundland, in bbl.. 
Corn, Refined, bbl. lb. .12%@12% 
Crude bbi., 


#1. 12@1.15 


Neatsfoot pure gal.... 
Extra No. 


Whiting in Cw. 


Kala Button 
is aes 
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i l..... .77@ — 


spot per Ib 
Soya Bean, bbl., lb... 


isle Black, 
-10%@—11 Black, 


Black, 
Blac 
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1,38@1.40 White Seal ........--11 @11% Spirits of Turpentine, 
7 Colo Per gal., yard basis 
Colors in Oil 


1.20 
1 20gi 3s 
1.9061.55 Prussian .- 50 


se eeeeee 


Ultramarine ce 
M 


flori, Ib.......50 
Brown, American, Sorat 8%@ 4 


Brown. Sienna. Italia 
Burnt and powdered. 
Turkey, Umber 


Green, Chrome 
cally Pure, 
Grinders 


‘8@ — 
Red Carmine, 
bu. 


Cents per Ib. 


wand Tuscan Red 
© Natural Red Oxide .... 


—, Serene per Ib. % eM Vermillion, Bnglish 


Yellow, Chrome 


9 @10% 


Indian Red, Standard.. 
58@ .60 White Lead, Dry....... ™%@T% Rose Pink 20 


Bm . bends 
Ultramarine ......... 
BROWN :— 
Sienna, Italian, ‘rade nen 
best grades. . 
$29'5 burn 
5% ” grades. -20@22 
Vantyke” ‘prown, gen- 
ME vsrdcscencasee SOM 


GREEN :— 
Chrome, C. P........+- -18@20 
—_ _— 
-28@30 
100 De ee ee $11. 15@18.75 
-82Q35 


Tuscan 
4.25@4.50 2 ls@i6 
— WHITB:— 
44 White lead in ofl, 100 
as TDS. ccccccceessees 9.87@10,58 
@— 
@20 


8 @30 








some recent low quotations have been 
withdrawn. 


For large lots, either from makers’ or 
jobbers’ stocks, discounts are about as fol- 
lows: 
Machine bolts, small, rolled threads, 70 
and 10 per cent off list; machine bolts, 
small, cut threads, 70 and 10 per cent off 
list; machine bolts, larger and longer, 70 
_ 10 per cent off list; carriage bolts, % 

x 6 in.: Smaller and shorter rolled 
arenta, 70 and 10 per cent off list: cut 
threads, 70 per cent off list; longer and 
larger sizes, 70 per cent off list ; lag bolts, 
70, 10 and 5 per cent off list; plow bolts, 
Nos. 1, 2 and 3 heads, 60 and 10 per cent 
off list; other style heads, 20 per cent ex- 
tra; machine bolts, c.p.c. and t. nuts, % 
in. x 4 in.: smaller and shorter, 65, 10 and 
5 per cent off list; larger and longer sizes, 
65 and 10 per cent off list; hot pressed sq. 
or hex. blank nuts, $5.50 off list; hot 
pressed nuts, tapped, $5.25 off list; c.p.c. and 
t. sq. or hex. blank nuts, $5.25 off list; c.p.c. 
and t. sq. or hex. blank nuts, tapped, $5 
off list; semi-finished hex. nuts: y% in. to 
9/16 in. inclusive, 80, 10, 10 and 10 per cent 
off list; small sizes 8. A. E., 80 and 10 
per cent off list; 5 in. to 1 in. inclusive, 
U. 8S. S. and S. A. E., 70, 10, 10 and 10 per 
cent off list; stove bolts in packages, 80 
and 3 tens and 5 per cent off list; stove 
bolts in bulk, 80, 3 tens and 2% pér cent 
off list; tire bolts, 70, 10 and 5 per cent off 
list; track bolts, carloads, 3c. base: track 
bolts, less than carloads, 3.75c. to 4c. base. 


Coaster Wagons.—Sherwood Bros., 
Canastota, N. Y., have made a slight 
reduction in prices on a few numbers 
of coaster wagons. Local jobbers now 
quote No. 28 at $4.37, No. 32 at $4.67, 
No. 34 at $5.00, No. 38 at $5.67 and No. 
40 at $6.50 each. 


Field Fence——The present demand 
for this product is very heavy, much 
beyond the capacity of the makers to 
supply promptly, one leading maker of 
fence being reported as six weeks be- 
hind in shipments, 


Local jobbers are quoting field fence, 
f.o.b. Pittsburgh, at 68 per cent off in car- 
load lots, and 66 per cent off list in lots 
less than 1000 rods. 


Emery Grinders.—The Carborundum 
Co., Niagara Falls, N. Y., has made a 
slight reduction in prices on three sizes 
of emery grinders, local jobbers now 
quoting A at $3.50, B, $4.50, and C at 
$6.00. No changes in prices were made 
on other numbers. The trade discount 
remains at 35 per cent off. 


Garden Hose.—The demand is very 
active and prices are firm. Local job- 
bers quote molded hose at 9% cents for 
¥%-in. and 12% cents for %-in. per 
foot. 


Iron and Steel Bars.—The market 
remains very firm, some mills that are 
running short of coal on account of the 
coal strike now quoting higher prices 
or else refusing entirely to quote at 
all. New demand is only fair, as most 
large buyers covered themselves for 
some time ahead before the advance in 
prices. The demand for reinforcing bars 
is quite active, due to the large amount 
of new building under way. 


Local jobbers have advanced their prices 
and now quote steel bars rolled from billets 
at 1.60c. to 1.70c.; reinforcing bars rolled 
from billets, 1.60c. to 1.70c. base; re- 
inforcing bars rolled from old steel rails, 
1.50c. to 1.60c., and refined iron bars, 2c. to 
2.25c., the higher prices being for large lots 
and the lower prices for small lots. 


Lawn Mowers.—Jobbers report quite 
an active demand for ldwn mowers, and 
with the fine weather of the past two 
weeks the demand is likely to get still 
better, as many lawns in this district 
are about ready to cut. Prices are hold- 
ing firm. 

Jobbers are quoting the cheaper grades 
of competition lawn mowers as follows: 

12-in., $5; 14-in., $5.50; 16-in., $6. Prices 

on high wheel bail bearing lawn mowers are 
quoted as follows: 15-in., $9; 16-in., $9, and 
18-in., $9.50 each. 

Nozzles.—There has been a slight re- 
duction in prices. Local jobbers are 
now quoting the American spray at $4 
and the Gem spray at $6 per doz. 

Poultry Netting.—Dealers report a 
very good demand, and some makers are 
getting back in shipments. Local job- 
bers report their stocks are getting low, 
and they have been compelled to order 
more in stock. 


Jobbers quote as follows for shipment 
from stock, f.o.b. Pittsburgh: Poultry net- 
ting, galvanized after weaving, 50 and § 
per cent discount; black wire cloth, 12 
mesh, $1.90 to $1.95 per 100 sq. ft.: gal- 
vanized, $2.40 per 100 sq. ft.; bronze wire 
cloth, 14 mesh, $6.75 per 4500 sq. ft. 


Sheets.—As noted in our report of 


last week, the American Sheet & Tin 
Plate Co., the largest maker, has gone 
along with the advance of $3 per ton in 
prices on black, blue annealed and auto 
body sheets, so that prices of all makers 
are now uniform, and the market is 
firm. Little new buying is being done, 
as most consumers covered for some 
time ahead before the advance was 
made. The sheet mills are operating 
at from 75 to 80 per cent of capacity, 
and have a large amount of business on 
their books. 


Blue annealed sheets, 2.75c. to 3c.; No. 28 

sa e Bessemer black sheets, 3.25c. to 3. 50c., 

No. 28 gage galvanized, 4.25c. to 4.50¢, 

oy small lots from store. Prices quoted 
depend largely on the size of the order. 


Steel Pipe.—The demand is much bet- 
ter than for some time, and the coal 
strike is likely to restrict output before 
long. Prices are very firm, but as yet 
there are no indications of an advance. 
The demand for small pipe, used in 
building purposes, is especially heavy. 
For small lots from stock local jobbers 
quote about as follows: 


Black, \%-in., $2. 71; %-in., $2.60; %-Iin., 
$2.60 ; “Ls 3.22; %-in., $3.84; 1-in, 
$5. 1%-in. ne 37, 16: 1%-in., $8.57; 2-in., 
ite 52 2%-in., $18. 23. alvanized, 

$4.3 -in., $4.55; -in., $5.38: 

$7. ae 14%-in., $10.22; 1%-in., 23; . *. 
$16. 45. Above prices per 100 ft. f.o.b 
Pittsburgh. 


Shovels.—Effective April 7 makers of 
shovels announced a reduction of about 
$2.50 per doz. on all grades of shovels, 
this not only taking away the advance 
of $2 per doz., made on Dec. 30 last, 
but giving dealers a reduction of 50 
cents per doz. more. The demand for 
shovels is quiet, and the market is dis- 
turbed to some extent by the large of- 
ferings of Government shovels. It was 
partly to meet this severe competition 
that this latest reduction was made. 
Prices on No. 2 fourth grade shovels 
are now $7.41 per doz. and on the same 
grade of polished shovels $8.41 per doz. 

Sash Cord.—Some makers have an- 
nounced a slight reduction in prices on 
the lower grades of sash cord, jobbers 
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having made a corresponding reduction 
in prices to their trade. No change in 
prices is made in the higher grades of 
sash cord. 

Sash Weights.—Local dealers report 
the demand as quite active, due to the 
large amount of new building going on 
and prices are holding firm. Local 
dealers quote sash weights at $1.85 to 
$1.90 per 100 lb. 


Stove Pipe.—On April 10 the Reeves 
Mfg. Co., Dover, Ohio, announced an 
advance of 40 cents per 100 joints on 
stove pipe over price list 64. No ad- 
vance was made in prices on elbows. 


Weather Stripping—Local dealers 
report the demand for this product as 
quite active and prices are about 10 per 
cent lower than those prevailing last 
year. 


Office of HARDWARE AGB, 
538 Guardian Building, 
Cleveland, Ohio, April 15. 

: in warm sunshiny days have given 

a wonderful impetus to the hard- 
ware trade. Spring buying became very 
good during the past few days. Local 
retailers report a very satisfactory 
volume of sales in garden tools and in 
other seasonable merchandise and in 
fact in about all lines except mechanics’ 
tools. Jobbers’ sales are keeping up 
and have increased in some seasonable 
lines such as refrigerators, lawn mow- 
ers, garden tools and baseball goods. 
Jobbers are getting an unusually large 
number of mail orders for merchandise 
wanted for immediate shipment. Re- 
frigerator stocks have become badly 
depleted and many retail buyers will 
have to wait some time for delivery. 
Jobbers are also experiencing a short- 
age of baseball goods. 

The strike of the building trades in 
Cleveland, which has been in effect 
since March 1, and has tied up the 
greatest part of the building activity 
in this city since that time, was de- 
clared off Thursday, and it is expected 
that all the men will be back at work 
this week. An agreement was reached 
under the terms of which the employers 
will pay the 1921 wage scale until sepa- 
rate agreements can be reached with 
the various trades for a new wage scale 
that will remain effective during the re- 
mainder of the year. The employees 
have agreed to new working rules un- 
der which various costly restrictive 
clauses restricting work will be elim- 
inated. 

Price changes during the week were 
few in number. The most important 
items on which reductions were made 
were in automobile tire tubes, wood han- 
dies, boilers and radiation, and Mazda 
lamps. The possibility of higher prices 
for nails and on other wire products 
hes stimulated the demand, particular- 
ly for nails. 

Automobile Tires and Accessories.— 
A number of tire manufacturers have 
reduced prices on tubes about 10 per 
cent to meet the competition of one 
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Wire Products.—As announced last 
week in our report, the Pittsburgh Steel 
Co., Youngstown Sheet & Tube Co., 
and practically all makers of wire prod- 
ucts, announced an advance of 10 cents 
per keg on wire nails, 10 cents per keg 
on coated nails, and $2 per ton on gal- 
vanized wire and galvanized staples, 
these advances having gone into effect 
on April 7. Up to this time the Ameri- 
can Steel & Wire Co. has not advanced 
its prices, but is expected to do so at 
any minute, and probably will have 
done so before this issue of HARDWARE 
AGE reaches our readers. However, the 
makers of wire and wire nails allowed 
their customers to cover ahead for 
some time before the advance in prices 
was made, so that new buying at pres- 
ent is rather light. Local jobbers have 
not yet advanced their prices to cor- 
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manufacturer who had made a price 
cut. Tire prices are unchanged. The 
demand for tubes and casings continues 
fairly active, but accessories are still 
moving rather slowly. 

We quote from jobbers’ stocks, f.o.b. 
Cleveland: Miller Falls No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12; Derf spark plugs, 96c. each 
for all sizes in lots less than 50; Champion 
X spark plugs, 45c. each for less than 100 
and 438c. each for over 100; Champion 
regular, 53c. each for less than 100, all 
sizes 50c. each for over 100. 

Axes.—While some orders are being 
booked for fall shipment, the demand is 
not active. Prices are unchanged. 

Jobbers quote f.o.b. Cleveland as fol- 
lows: First grade, single bitted axes, han- 
dled, $16 per doz.; unhandled, $12 per doz. ; 
double bitted axes, handled, $21 per doz.; 
unhandled, $17 per doz. ; second grade axes, 
single bitted, handled, $14.50 per doz.; un- 
handled, $11.50 per doz.; double bitted, 
handled, $19.50 per doz.; unhandled, $16.50 
per doz. The lowest prices are for full case 
lots. For less than full cases prices are 
50c. per doz. higher. 


Binder Twine.—A large number of 
the country merchants have purchased 
their binder twine for this season, and 
consequently sales have commenced to 
fall off. 


Cleveland jobbers quote standard and 
sisal binder twine at 10c. per lb. for mill 
shipment and 10%c. per lb. for stock ship- 
ment, 


Barbed Wire.—Sales of barbed wire 
are in light volume and prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland as follows: 
Galvanized barbed wire, catch weight 
spools, $3.40 per 100 Ib.; 80-rod spools 
cattle wire, $3.05 per 100 lb.; hog wire, 
$3.25 per 100 lb.; American Special, $2.35 
per 100 lb. For mill shipment jobbers quote 
galvanized barbed wire at $3.25 per 100 Ib. 
for less than car lots and $3.15 for carload 
lots. 


Boilers and Radiation——The Ameri- 
can Radiator Co. announced a price re- 
duction on its various products under 
date of April 4. The reductions are ap- 
proximately as follows: Radiation, 5 
per cent; Ideal boilers, 12! per cent; 
Ideal-Arcola boilers, 20 per cent. 

Bolts and Nuts.—Manufacturers are 
now quite generally adhering to regu- 
lar discounts and the price situation is 
being reflected to jobbers whose prices 
are not as irregular as they have been. 
However, some shading of jobbers’ reg- 
ular prices is still reported, quotations 
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respond with the higher prices being 
named by some makers, but will do so 
just as soon as the leading maker goes 
along with the prices being named by 
the independent mills. 


Jobbers quote from _ stock, 
burgh, as follows: Wire 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over this price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $2.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75: cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 
to 69% per cent for 1000-rod lots, and 66 to 
681% per cent for small lots, f.o.b. Pitts- 
burgh. 


f.o.b. Pitts- 
nails, $2.65 base 


of 70 and 10 per cent off list appearing 
on machine bolts. 


Jobbers quote, f.o.b. Cleveland: Large 
and small machine bolts, cut thread, 65 
and 10 per cent off list; carriage bolts, large 
and small, cut thread, 65 per cent off list; 
stove bolts, 80, 10 and 10 per cent off list. 


Batteries—The leading manufac- 
turer who has been selling dry cell bat- 
teries in barrel lots of 125 has just 
adopted a plan of placing these bat- 
teries in wire bound boxes containing 
fifty batteries which are being sold at 
% cent each above the barrel lot price. 
It is believed that this method of mar- 
keting batteries will meet with favor in 
the hardware trade. 

Jobbers quote No. 6 batteries in lots of 
50 at 30%c. each for ignitor and 29'%4c. each 
for regular batteries. 

Fence.—Sales of fence continue very 
satisfactory. Shipments from mills 
are slow and at present takes about 
four weeks to secure delivery. Prices 
are unchanged. 


Cleveland jobbers quote field fence, f.o.b. 
Pittsburgh, at 68 per cent off list for car 
lots for mill shipment and 66 per cent off 
list for less than 1,000 rods. 


Garden Tools.—Jobbing houses are 
at present getting a very good volume 
of orders for garden tools. Some of 
these are fill-in orders and others are 
from retailers who deferred buying 
early in the season. There is some price 
shading by jobbers on cheap lines of 
tools, but on the better lines regular 
prices are being maintained. 

Galvanized Ware.—Galvanized ware 
is moving in fair volume and regular 
prices are holding well. 

Jobbers quote, f.o.b. Cleveland: Galva- 
nized tubs with wringer attachment, No. 1, 


$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz.; No. 2, $15.50 per doz. ; 
No. 3, $17.25 per doz. Standard pails, 10 
qt., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.40 per doz. 


Handles.—A 5 per cent reduction has 
been made on axe handles and pick han- 
dles. Prices on agricultural tool han- 
dlges are unchanged. There is a fair 
demand for the latter for re-handling 
garden tools. 


Jobbers quote f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $4.75 per doz.; XXX grade, $4 per 
doz.; XX grade, $3.50 per doz.; X grade, 
$2.75 per doz. No. 1 pick handles, $3.25 
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per doz. Best grade, $475 per doz.; Ameri- 
can Fork & Hoe Co.’s wood “D” shovel, 
spade and scoop handles, X grade, $6 per 
doz. ; malleable “D” grade manure fork and 
spading fork handles, $5 per doz.; X grade, 
long shovel spading handles, $4.50 per doz. ; 
hay and manure fork handles, X grade, 
4-ft., $3.15 per doz.; 414-ft., $3.60 per doz.; 
XX grade, 4-ft., $4.25 per doz.; 4%4-ft., 
$4.60 per doz. 


Ice Cream Freezers.—The demand for 
ice cream freezers is quite active and 
prices are unchanged. 





Cleveland jobbers quote freezers as fol- 
lows: Lightning, 2-qt. at $2.50 each; 8-qt. 
at $3 each; 4-qt. at $3.50 each; 6-qt. at 
$4.50 each ; White Mountain, 2-qt., $3; 3-qt., 
$3.50; 4-qt., $4.25; 6-qt., $5.25; galvanized 
freezers, 2-qt., $12 per doz. 

Ice Skates.—Although prices have 
been named sales of ice skates for next 
fall delivery have so far been light. 

Jobbers quote Union Hardware Co. hockey 
skates as follows: No. 9 hockey, $1.90 pair; 
No. 424%, $1.25 pair; No. 92414, $2.30 pair; 
No. 424%. ladies’, $1.50 pair; No. 924%, 
ladies’, $2.75 pair. 

Lamps.—Prices on Mazda lamps 
have been reduced 5 cents, the new re- 
sale price on these lamps for 10 to 50 
watt inclusive being 35 cents. 


Lawn Mowers.—The demand for 
lawn mowers has become quite active, 
sales for the most part being to retail- 
ers who have withheld their orders 
about as long as possible. The prices 
adopted last fall are being maintained. 
Jobbers have good stocks. A very good 
demand has developed for large lawn 
mower units for operating with tractors 
and for use on golf courses and large 
estates. 


Lead Pipe—A price advance of 50 
cents per 100 Ib. has been made on 
lead pipe, which is now being quoted by 
jobbers at $8 per 100 Ib. 

Nails and Wire.—The announcement 
by leading independent mills of a price 
advance of 10 cents per keg on nails 
and a corresponding advance on other 
wire products.except plain wire and 
fence has not yet been followed by the 
American Steel & Wire Co., but a cor- 
responding advance by this company is 
expected. Jobbers have not changed 
prices, but in case that prices are ad- 
vanced by the leading producer jobbers 
are expected to fall in line with a sim- 
ilar advance. Jobbing houses report a 
very good demand for nails. 

Cleveland jobbers quote as follows: 
Nails, less than car lots, stock shipment, 
$2.75 per keg; same for mill shipment, 

; car lots, mill shipment, $2.50; No. 9 
annealed wire, $2.50 per 100 Ib.; No. 9 


galvanized wire, $3 per 100 Ib.; cement 
coated nails, $2.25 per 100 Ib. 


Ornamental Fencing. — Sales are 
holding up well and prices are un- 
changed 


Cleveland jobbers quote ornamental fenc- 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., April 15. 


ETAIL hardware sales are now im- 
proving rapidly as building con- 
struction gets under way, and a very 
satisfactory volume of business is being 
done. Automobile supplies and acces- 
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ing at 55 per cent off list for both stock or 
mill shipment, but for 10 round lots for 
shipment the discount is 58 per cent. 


Oil Cook Stoves.—Jobbers report a 
good demand for oil cook stoves for 
early spring shipment. Prices are un- 
changed and are guaranteed until July. 

Jobbers quote oil cook stoves, f.o.b. Cleve- 
land, as follows: Harvard, 2-burner, $10.85 ; 
3-burner, $14.25; 4-burner, $18.20. Cabinet 
pipe, 2-burner, $14.85; 3-burner, $18.50; 
4-burner, $24.20. 

Poultry Netting and Wire Cloth.— 
Sales of poultry netting are pretty 
well over for the season, although job- 
bers are still getting a few quick ship- 
ment orders. Wire cloth is in fair 
demand. Regular prices are being bet- 
ter maintained than they were a few 
weeks ago. 

Jobbers quote as follows for mill ship- 
ment or for shipment from stocks, f.o.b. 
Cleveland: Poultry netting, galvanized 
after weaving, 50 and 5 per cent discount ; 
black wire cloth, 12 mesh, $1.90 to $1.95 
per 100 sq. ft.; galvanized, $2.40 per 100 
sq. ft.; bronze wire cloth, 14 mesh, $6.75 
per 100 sq. ft. 

Paints and Varnishes.—The retail 
trade continues to buy paints and var- 
nishes quite freely, although the local 
demand is rather light owing to the 
strike in the building trades. Union 
painters are not working, and repaint- 
ing work is consequently being delayed. 
Prices on linseed oil and turpentine are 
slightly lower than at the time of our 
last report. 

Cleveland jobbers quote best grade mixed 
paints at $2.60 per gal. for colors and $2.75 
for white; linseed oil, 93c. per gal. for raw 
oil and 95c. per gal. for boiled oil for bar- 
rel lots; turpentine, 99%c. per gal. for bar- 


rel lots; white lead, 12%c. per lb. for 100-Ib. 
kegs and less than 500-Ilb. lots. 


Radio Apparatus.—A large number 
of hardware retailers have commenced 
to handle radio equipment and are 
finding this a very good line. Jobbers 
handling radio apparatus state that 
they are selling all the equipment that 
they can get. There is a scarcity of 
practically all kinds of radio equipment 
and especially of head. sets, vacuum 
tubes and regenerative sets. 


Refrigerators.—Many retailers are 
doubtless sorry that they did not heed 
the warning of jobbers to buy refrig- 
erators earlier in the season. Refrig- 
erator sales, which became active only 
a few weeks ago, continue heavy and 
stocks of both the manufacturers and 
jobbers are badly broken. Jobbers have 
been cleaned out of various numbers, 
and in many cases orders placed with 
manufacturers several weeks ago have 
not yet been filled. It is quite probable 
that all orders will not be filled in time 
for this season sales. Retailers are 
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sories are also showing rapidly increas- 
ing sales. 

Jobbers of hardware as well as auto 
accessories report that the amount of 
business from the country districts is 
improving daily and a good volume of 
business is being done on all sides. 

The employment situation is showing 
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telephoning and wiring jobbing houses 
to hurry up shipments. 

Rope.—The demand for rope is fair 
and prices are unchanged. 

Cleveland jobbers quote manila rope at 
17%c. per lb. for mill shipment and 18 \c. 


per lb. for shipment from stock; best qual- 
ity sisal rope, 15c. per lb. for mill shipment 


Steel Sheets.—While mills have ad- 
vanced prices $3 per ton, jobbers have 
made no advance, as they were able to 
buy stocks at the old prices. 

Cleveland jobbers quote sheets at $3.75 
for No. 28 black and $4.75 for No. 28 gal- 
vanized. 

Stove Pipe and Elbows.—The recent 
price reduction has stimulated the de- 
mand somewhat and orders are coming 
cut in fair volume. 

Cleveland jobbers quote 6-in. 28-gage 
stove pipes for mill shipment at $2.85 per 
crate and crimped elbows at $1.15 per crate. 

Shovels—The demand is fair and 
prices are unchanged. 

,Jobbers pee f.o.b. Cleveland as follows: 
No. 2 size fourth grade, $10 per doz.; sec- 
ond grade, $11.50 per doz.; first grade, $15 
per doz. 

Steel.— Warehouse prices on steel are 
unchanged. 


Jobbers quote steel bars and round edge 
steel tires at 2.21c. per Ib. and light bands 
at 2.71c. per Ib. 


Sporting Goods.—The demand on job- 
bing houses for baseball goods is very 
heavy. Stocks of bats, balls, gloves 
and mitts have been well cleaned out 
and jobbers are unable to get ship- 
ments from manufacturers as fast as 
wanted. Fishing tackle is moving 
fairly well. The demand for bicycles 
shows an improvement. 

Sheet Zinc.—Prices on sheet zinc 
have declined $1 per 100 Ib. Jobbers 
quoted this at $9.25 per 100 Ib. 


Screws.—With the last price reduc- 
tions the market seems fairly well sta- 
bilized, as no price changes have oc- 
curred since our last report. 

Jobbers quote wood screws as follows, 
f.o.b. Cleveland: Flat head bright, 8214-10 
and 5 per cent off list; round head blued, 
80-10 and 10 per cent off list; round head 
nickeled, 70-10 and 5 per cent off list; 
— head brass, 75-10 and 5 per cent off 

st. 


Twist Drills—The market is badly 
demoralized and regular prices have 
about disappeared. This situation in 
respect to manufacturers is affecting 
jobbers, who are making further price 
concessions. Jobbers are now quoting 
high speed twist drills at 50 and 5 per 
cent off list. 

Washing Machines.—The demand for 
electric washing machines is fair. 
Prices are firm and unchanged. 


daily improvement, and this in turn is 
helping retail sales. 

Prices remain practically the same as 
for the past two weeks, and with in- 
creasing sales it does not appear that 
many further reductions will be made. 

Builders’ Hardware.—Sales of build- 
ers’ hardware are showing rapid im- 
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provement and an unusually large 


volume of business is expected. 


Axes.—Sales are showing a steady 
improvement at this time. Prices re- 
main as last quoted. 


We quote from jobbers’ stocks’ f.o.b 
Twin Cities: Single bit axes, $11.50; dou- 
ble bit, $16.50 per doz., base weights. 


Brads.—Demand for brads continues 
to show a steady improvement as the 
building season gets under way. Prices 
remain as for some time past. 

We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from list. 

Bolts.—Sales are much better than 
they have been for several weeks past 
and the outlook is much more encourag- 
ing. Prices remain the same. 

We quote from _ jobbers’ stocks’ f.o.b. 
Twin Cities: Small carriage bolts, 60-10 
per cent; large carriage bolts, 60 per cent; 
small machine bolts, 60-10-10 per cent; 


large machine bolts, 60-5 per cent; stove 
bolts, 80 per cent; lag screws, 65 per cent. 


Churns—Sales are beginning to show 
a slight improvement. Prices remain 
as last quoted. 

We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Barrel type churns, 40-5 per 
cent from list. 

Clipping and Shearing Machines.— 
Business in this line is now beginning 
to develop. Prices remain as _ last 
quoted. 


We quote from jobbers’ stocks’ 
Twin Cities: No. 1 hand clipper, $6; 
8 hand shearing machine, $12. 


Eaves Trough, Conductor Pipe and 
Elbows.—More interest is now being 
shown in this line and sales are begin- 
ning to develop. Prices are without 
change. 

We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Eaves trough; 28 ga., 5-in., 
lap joint, single bead, $4.50 per 100° ft.; 
3-in. conductor pipe, 28 ga., corrugated, 
$4.50 per 100 ft.; elbows, 3-in., corrugated, 
$1.63 per doz. 

Files.—There is an increasing cal] 
for files as general conditions improve. 
Total volume: of sales is not large. 
Prices remain stationary. 

We quote from jobbers’ stocks’ fo.b 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—Sales are begin- 
ning to show a steady improvement 
over what they have been for some 
time past. Prices remain as _ last 
quoted. 

We quote from jobbers’ stocks’ 
Twin Cities: Galvanized tubs, No. 1, 
per doz.; No. 2, $6.85; No. 3, $8; heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3, 
$15; Standardized 10-qt. galvanized pails, 
$2.15; 12-qt., $2.35; 14-qt., $2.70; 16-qt. 
stock pails, heavy, $6; 18-qt., $7.35. 

Glass and Putty.—Both of these 
items are now moving more freely, al- 
though the total sales have not reached 
large proportions. Prices are as last 
quoted. 


f.o.b. 
No. 


f.o.b. 
$610 


from jobbers’ stocks’ f.o.b 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent 
Putty in 50-Ib. drums, $4.40 per cwt.; 25-Ib. 
drums, $4.55 per cwt. 

Hose.—Retail sales have not as yet 
gotten under way, but some inquiries 
are being received. Prices remain the 
same, 

We quote from jobbers’ stocks’ f.o.b. 


Twin Cities: Five-ply, 3.4-in 11%c. per 
ft.: 3-ply, competition hose, 9%c. per ft 


_ Ice Cream Freezers.—It is too early 
in the season for retail sales to de- 


We quote 
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velop. Prices remain as first an- 
—e 


gate frem jobbers’ 
Twit Cities: 
» $4.13; 8-qt 


ge sn Mowers.—Retail sales have not 
developed as yet, but an average 
amount of business is expected. No 
price changes have been recorded. 


We quote from jobbers’ stocks’ f.o.b 
Twin Cities: Philadelphia lawn mowers, 
styles C and E, 30 per cent from list; styles 
A and K, 25 per cent from list; Riverside 
ball bearing, 16-in., $8.35 each. 


Milk Cans.—Sales are beginning to 
show some improvement as the spring 
season opens. Prices remain as last 
quoted. 

We quote 
Twin Cities: 
$2.35 each; 8-gal., 
each. 

Nails.—A very satisfactory volume 
of business is now being received on 
nails. Prices continue at the same 
levels. 


We quote from jobbers’ stocks’ 
Twin Cities: Standard wire nails, 
base; cement coated nails, $2.80 base. 


Paper.—Demand for building papers 
is picking up rapidly and a good volume 
of business is being done. Prices re- 
main as last quoted. 


We quote from _ jobbers’ 
Twin Cities: No. 2 tarred felt, 
ewt.; string felt, $1.42 per cwt.; 
sheathing, $2.44 per cwt. 


Planters.—Some interest is now being 
shown in this line, although very few 
sales have developed. Prices show no 
change. 


We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Acme potato planters, $9.75; 
Acme corn planters, $9.75. | 


Poultry Netting —Demand for poul- 
try netting is showing considerable im- 
provement and sales should increase 
rapidly during the next few weeks. 
Prices remain as last quoted. 


We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 


Rope.—The demand for rope con- 
tinues to show a steady improvement, 
and prices remain as for some time 
past. 


We quote 
Twin Cities: 


stocks’ f.o.b. 


be Mountain freezers, 4- 


f.0.b. 
5-gal., 
$3.05 


from jobbers’ stocks’ 
Railroad milk cans, 
$2.90 each; 10-gal., 


f.o.b 
$3.35 


stocks’ f.o.b. 
$2.57 per 
red rosin 


from jobbers’ stocks’ f.o.b. 
Pure manila rope, 19%c. per 
lb.; pure sisal rope, 16%c. per Ib. 


Sandpaper.— A _ very satisfactory 
volume of business is now being ob- 
tained in this line. Prices are firm. 


We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Best grade No. 1, at $7.20 
per ream; second grade, No. 1, at $6.50 per 
ream; No, 1 garnet paper, $15 per ream. 


Sash Cord.—A great deal of interest 
is now being shown in sash cord and 
sales are beginning to develop while 
prices remain as last quoted. 


We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Best grades, 65c. per Ib.; or- 
dinary grades, 36c. per Ib 


Sash Weights.—Considerable interest 
is being shown in prices for later de- 
livery, but the volume of sales for im- 
mediate delivery is small. Prices are 
the same. 

We quote from jobbers’ 
Twin Cities: $2.20 per cwt. 

Screen Doors and Window Screens. 
—Consumer demand is just beginning 
and prospects are bright for a good 
season. Prices remain as first an- 
nounced. 


Screws.—Business 


stocks’ f.o.b. 


in this line is 
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showing daily improvement and prices 
remain as last quoted. 

We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Flat head bright screws, 
oeee per cent; round head blued screws, 
82% per cent; flat head japanned screws, 
77% per cent; flat head brass screws, 80-5 
per cent; round head brass screws, 77% 
per cent, 

Snaths.—There is no retail demand 
at this time. Prices remain unchanged. 

We quote from jobbers’ stocks’ f.o.b. 


Twin Cities: Scythe snaths, $14 per doz.; 
bush snaths, $16.25 per doz, 


Solder.—Sales remain of fair volume 
and prices show no change. 

We quote 
Twin Cities: 
per Ib 

Steel Sheets.—Sales show some im- 
provement, but the total volume of busi- 
ness remains small. Prices remain as 
last quoted. 

We quote 
Twin Cities: 
$5.25 per ewt.; 

Tacks.—A 
sales is noted. 
ary. 

Tin Plate.—Sales of tin plate are be- 
ginning to show some improvement. 
Prices remain as for some time past. 

Wheelbarrows. — The demand for 
wheelbarrows is showing a steady im- 
provement. Prices show no further 
change. 


We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Wood stave, fully bolted, $34 
per doz.; No. 1 tubular steel, $6 each; No. 
1 garden, $5.63 each. 


Wire Cloth.—A slight retail demand 
is developing, but no real volume can 
be expected for a few weeks. Prices 
remain as last quoted. 


We quote from a od stocks’ 
Twin Cities: Black, 12 x 12 mesh, 
per 100 sq. feet; Galvanized, $2.40 per 
sq. . 


Wire.—There is a continued improve- 
ment in the sale of wire of all kinds 
and a fairly large volume of business 
is expected. Prices remain firm. 

We quote from jobbers’ stocks’ f.o.b. 
Twin Cities: Barbed wire, painted cattle, 
80-rod spools, $2.87; galvanized cattle, 
$3.26; painted ,hog wire, $3.07; galvanized 
hog wire, $3.49: smooth black annealed 
No. 9. $3.20 ner cwt.: smooth galvanized 
annealed, $3.70 per cwt. 


f.o.b. 


23%ec. 


stocks’ 
half solder. 


from jobbers’ 
Half and 


from jobbers’ stocks’ 
28 gage galvanized 
28 gage black sheets, $4.25 
slight improvement in 

Prices remain station- 


f.o.b. 


sheets, 


f.0.b. 
$1.10 
100 


Murdoch Dishwashing Co. 
Organized 


The Murdoch Dishwashing Machinery 
Co. has been organized with a capital 
stock of $250,000 by Bucyrus and 
Marion, Ohio, men and has acquired a 
plant in Marion, where it will manu- 
facture a complete line of power dish- 
washing machines, including com- 
mercial types for use in restaurants, 
hotels, ete., and an electric household 
type washer, bottle washer and steril- 
izer. 

H. A. McKinnon is president and 
manager of the company. The en- 
gineering sales department will be un- 
der the supervision of C. A. Murdoch, 
the designer of the machines. Millard 
Hunt is first vice-president, Mr. Mur- 
doch is second vice-president, Fred B. 
Scherff is secretary, and F. B. Fidler 
is treasurer. 
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Committee Reports Tariff Bill to Senate 


Foreign Valuation Substituted for American Plan 
—Some Rates Above Payne-Aldrich Law— 


Trade Associations in Limelight 


WASHINGTON, April 17, 1922. 


FTER fifteen and a half months 
of strenuous endeavor un Lhe part 
of both friends and foes, the 

Fordney-McCumber tariff bill was re- 
ported to the Senate during the past 
week with several bushels of amend- 
ments, ranging all the way from negli- 
gible changes of phraseology up to such 
revolutionary modifications as the sub- 
stitution of foreign valuation for the so- 
called American plan. 

The bill will soon be taken up for 
debate on the floor of the Senate, and 
no one but the most cheerful optimist 
would venture to suggest that it could 
be passed before the middle of next 
June. It will then go to conference 
committee, which will find so many 
tough nuts to crack that the diverse 
provisions of the House and Senate 
drafts of the bill can hardly be har- 
monized with less than a month’s hard 
work. 


Turns Down American Plan 


The rejection by the Senate of the 
American plan verified my prediction 
of a fortnight ago. The Finance com- 
mittee has looked askance at Chairman 
Fordney’s project since the bill first 
reached the Senate, but in the closing 
days of its consideration in committee 
the opponents of the American plan 
came out squarely against it and de- 
veloped a safe majority of the Repub- 
licans. Naturally, the six Democratic 
Senators opposed the American plan, 
the operation of which would substan- 
tially increase duties. 


By W. L. CROUNSE 


The foreign valuation plan as adopted 
by the finance committee is rendered 
comparatively flexible by certain pro- 
visions framed in line with the sug- 
gestions of President Harding, made 
to Congress in his annual message last 
December. Under this feature of the 
bill the President, in the language of 
Chairman MecCumber’s report to the 
Senate, would be authorized: 


Broad Powers Given President 


“To modify tariff rates either upward 
or downward within prescribed limits 
(50 per cent) and in accordance with 
definite rules laid down by Congress so 
that rates may at all times conform to 
existing conditions, 

“To change the basis for the assess- 
ment of ad valorem duties on selected 
items from the foreign value to the 
value of the domestic article in the 
American market, when the foreign 
value is not a certain basis for the as- 
sessment of duties on such items. 

“To impose penalty duties or prohibit 
the importation of particular goods for 
the purpose of preventing unfair meth- 
ods of competition in the importation of 
goods. 

“To impose additional duties on the 
whole or any part of the imports into 
the United States from any country 
which discriminates against our over- 
seas commerce. These additional duties 
are limited to the amount of the dis- 
crimination, but if the discrimination is 
maintained, the importation of mer- 
chandise may be prohibited.” 

Certain members of the Finance com- 


mittee are hopeful that these elastic 
provisions adopted in connection with 
the foreign valuation basis will afford 
a fairly satisfactory compromise upon 
which the House leaders may be induced 
to agree. Chairman Fordney of the 
Ways and Means committee, the high- 
priest of the American valuation plan, 
is reserving judgment on this point 
until he has had an opportunity of ex- 
amining the text of the Senate bill 
more closely. 

In presenting the tariff bill to the 
Senate, Chairman McCumber, in his 
official report, declared that the com- 
mittee has endeavored to recommend 
rates that would afford protection to 
American industries and permit them 
to pay wages sufficient to enable work- 
men to maintain an American standard 
of living,” and also rates sufficient to 
maintain essential industries created as 
a result of the war and considered vital 
to the future industrial independence of 
the American people.” 

Mr. McCumber makes the following 
reference to the extraordinary economic 
conditions prevailing in Europe, which 
have added greatly to the difficulties 
encountered by the committee in fram- 
ing this bill: 


Unprecedented Conditions Abroad 


“In attempting to fix rates of duty 
in this bill, your committee was faced 
with a condition never before experl- 
enced in tariff legislation. In certain 
foreign countries high costs of pro- 
duction existed to such an extent that 
a duty which would afford protection 
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TIE THIS BOOK to your counter 
where it will actually 
help to sell garage sets. 


MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties. 


Send for your copy of this 
helpful book on garage doors 


T is not just a catalog. 
It’s a book that shows pic- 


tures of various kinds of garage 
doors—sliding-folding, swing- 
ing and around-the-corner types. 
‘It also shows simple working 
drawings which illustrate per- 
fectly how the different kinds of 
garage doors should be hung. 


Tie this book to your counter 
so you can show it to the cus- 
tomer who wants garage door 
hardware. From it he can in- 
stantly pick out the kind of door 
he wants. Then all you have to 
do is hand him the box contain- 
ing the McKinney Garage Door 
Hardware Set which goes with 
that kind of a door. 


Just that—and the sale is com- 
pleted. 

You save time, energy and 
trouble if you handle these 
McKinney Garage Door Sets. 
And you please your customers, 
because you help them to get 
just the right kind of a door, 
because you save their time, be- 
cause you do not bring them 
back again for ‘some forgotten 
detail of hardware, and because 
of the high quality of the hard- 
ware which you give them in 
these sets. 

Send for this book and hang 
it within reach of your custom- 
ers. It will sell garage sets for 
you. 


McKINNEY MANUFACTURING COMPANY, Pitrtrsspurcu 


Western Office, Wrigley Bldg., Chicago 


Export Representation 


MCKINNEY 


Complete Garage Door Sets 






























seestenenenanremieneusnmmnemeammare a 
en ney Ne ON te resent 

































































100 


upon imports from such countries would 
be entirely insufficient to afford protec- 
tion from countries having low produc- 
tion costs. On the other hand, the im- 
position of a rate sufficient to afford 
protection from countries with lower 
production costs would be an absolute 
embargo on the products of countries 
having production costs nearer our own. 

“The rates imposed by this bill are 
sufficient to protect the American mar- 
ket and preserve domestic competition, 
and at the same time will permit fair 
competition from other countries.” 

Experts of the finance committee 
have prepared a careful analysis of 
the schedules of the bill as reported 
in such a manner as to show also the 
rates adopted by the House under the 
leadership of Chairman Fordney, the 
rates of the Payne-Aldrich law of 1909, 
the last Republican revision of the tar- 
iff and the rates of the Underwood- 
Simmons law now in force. The chief 
features of this synopsis, so far as it 
relates to the metal schedule, are as 
follows: 


Rates of Metal Schedule 


Pig iron, $1.25 per ton; Fordney, 
same; Payne-Aldrich, $1 to $2.50; 
Underwood, free. 

Ferromanganese, $2.50 a ton; Ford- 
ney, 2 1/5 cents pound on the metallic 
manganese content; Payne-Aldrich, 
$2.50 ton; Underwood, free. 

Bars and bar iron, 2-10 to 1% cents 
pound; Fordney, 1/5 to % cent pound; 
Payne-Aldrich, 3-10 to 6-10 cents; 
Underwood, 5 per cent. 

Steel ingots, blooms, slabs, billets 
and bars, 1-5 cent pound to 25 per 
cent ad valorem; Fordney, 1-5 cent 
pound to 20 per cent ad valorem; 
Payne-Aldrich % cent pound to 20 per 
cent ad valorem; Underwood, partially 
free and bars and billets, etc., 15 per 
cent. 

Boilers or other plate, iron or steel, 
7-20 cent pound to 20 per cent ad val- 
orem; Fordney, same; Payne-Aldrich, 
3-10 cent pound to 20 per cent ad val- 
orem; Underwood, 12 per cent. 

Sheets of iron or steel and skelp iron 
or steel, 45-100 cent pound to 20 per 
cent; Fordney, same; Payne-Aldrich, 
6-10 cent to 30 per cent ad valorem; 
Underwood, 12 per cent. 


Beams, Girders and Angles 


Beams, girders, angles, etc., 7-20 cent 
pound to 30 per cent; Fordney, same to 
25 per cent; Payne-Aldrich, 3-10 to 
4-10 cent pound; Underwood, 10 per 
cent. 

Round iron or steel wire from % cent 
to 1% cents pound; Fordney, same; 
Payne-Aldrich, 1% cents to 1% cents; 
Underwood, 15 per cent. 

Insulated telephone, telegraph and 
other wires or cables, 40 per cent; 
Fordney, 30 per cent; Payne-Aldrich, 
40 per cent; Underwood, 15 per cent. 

Iron or steel rails and railway bars, 
%40 cent pound; Fordney and Payne- 
Aldrich, same; Underwood, free. 

Iron or steel tubes, pipes and flues, 
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% cent to 1% cents pound; Fordney, 
1% to 1% cents; Payne-Aldrich, 1% to 
2; Underwood, 20 per cent. 

Steel stereotype, electrotype, half 
tones and photogravure plates, 25 per 
cent ad valorem; Fordney, 15; Payne- 
Aldrich, 20 to 50; Underwood, 15 to 25. 


Rates on Cutlery 


Knives, folding blades, 2 cents each 
and 60 per cent to 50 cents and 60 per 
cent; Fordney, 1 cent and 30 per cent 
to 30 cents and 30 per cent; Payne- 
Aldrich, 1 cent and 40 to 20 cents and 
40; Underwood, 35 to 55 per cent; table, 
carving, bread, cake, pie and other such 
knives, 3 to 20 cents each and 55 per 
cent; Fordney, 3 to 16 cents each and 
35 per cent; Payne-Aldrich, 1 to 14 
cents and 15 per cent, with minimum of 
40 per cent; Underwood, 25 to 30 per 
cent, 

Steel laid scissors and shears, fin- 
ished or unfinished, 10 cents each and 
55 per cent to 20 cents and 50 per cent; 
Fordney, 10 cents and 30 per cent to 
20 cents and 35 per cent; Payne-Al- 
drich, 15 cents dozen and 15 per cent 
to 75 cents dozen and 25 per cent; Un- 
derwood, 30 per cent. 


Duties on Safety Razors 


Safety razors and handles and 
frames, 20 cents each and 30 per cent; 
Fordney, 12 cents each and 30 per 
cent; Payne-Aldrich, 12 cents and 35 
per cent; Underwood, 55 per cent; 
razors and parts thereof, finished and 
unfinished, from 30 cents each and 60 
per cent to 50 cents and 60 per cent 
ad valorem; Fordney, 10 cents and 30 
per cent to 20 cents and 30 per cent 
ad valorem; Payne-Aldrich, 35 per cent 
to 15 cents each and 35 per cent; Un- 
derwood, 35 to 55 per cent, finished or 
unfinished safety razor blades, 1 cent 
each and 30 per cent; Fordney, same; 
Payne-Aldrich, and Underwood, no cor- 
responding provisions. , 

Automobiles, bodies and parts and 
motorcycles and parts not including 
tires, finished or unfinished, 25 per cent 
ad valorem; Fordney, 25 to 30; Payne- 
Aldrich, 45; Underwood, 25 to 45. 

Airplanes, hydroplanes, motorboats 
parts, 30 per cent; Fordney, same; 
and Payne-Aldrich and Underwood, no 
classification, 


Bicycles and Parts 


Bicycle and parts, not including tires, 
45 per cent; Fordney, 30; Payne-Al- 
drich, 45; Underwood, 25. 

Steam engines and steam locomo- 
tives, 20 per cent; Fordney, 15; Payne- 
Aldrich, 30; Underwood, 15; sewing ma- 
chines and parts, 25 to 40 per cent; 
Fordney, free; Payne-Aldrich, 30 per 
cent; Underwood, free; cash registers 
and parts, 25 per cent; Fordney, free; 
Payne-Aldrich, 30; Underwood, free; 
printing presses, 35 per cent; Fordney, 
same; Payne-Aldrich, 30; Underwood, 
15. 

Shovels, spades, scoops and drainage 
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tools, 35 per cent; Fordney, 25; Payne. 
Aldrich, 45; Underwood, 20. 

Scythes, sickles, 35 per cent; Ford. 
ney, Payne-Aldrich and Underwood, 
free. 

Rates on Aluminum 


_ Aluminum, 5 to 9 cents pound; Ford- 
ney, same; Payne-Aldrich, 7 to 11; Un- 
derwood, 2 to 3% cents. 

Copper, rolls, rods or sheets, 2% cents 
pound; Fordney and Payne-Aldrich, 
same; Underwood, 5 per cent. 

New types, 25 per cent; Fordney, 15; 
Payne-Aldrich, 25 per cent; Underwood, 
15. ° 

‘Nickel, 3 cents pound to 25 per cent; 
Fordney, 5 cents to 30 per cent; Payne- 
Aldrich, 6 cents to 35 per cent; Under- 
wood, 10 to 20 per cent. 

Lead bullion, pigs, bars, etc., 2% 
cents pound on lead content; Fordney, 
same; Payne-Aldrich, 2% cents pound; 
Underwood, 25 per cent. 

Zinc blocks, pigs or slabs, 2 cents 
pound for two years and 1% cents 
pound thereafter; Fordney, same and 
1% cents thereafter; Payne-Aldrich, 
1% cents; Underwood 15 per cent. 


Functions of Trade Associations 


Two important developments of na- 
tion-wide significance relating to the 
legitimate functions of trade associa- 
tions have occurred during the past 
week. Both are designed to make such 
associations more helpful to industry 
and commerce and to protect their pro- 
moters from hostile governmental ac- 
tion pursuant to existing anti-monopoly 
laws, 

Secretary Hoover, the far-seeing and 
extremely versatile head of the Depart- 
ment of Commerce, called several hun- 
dred trade association executives to 
Washington on Wednesday and con- 
ferred with them at length for the pur- 
pose of developing lines of contact be- 
tween his department and the trade 
organizations. Senator Edge of New 
Jersey introduced a joint resolution de- 
signed to clarify the legal status of 
trade associations through an investiga- 
tion to be conducted by a joint commit- 
tee of the Senate and House, to deter- 
mine what is wrong with the commerce 
of the country and what trade associa- 
tions can do to remedy the conditions 
complained of. 


The Hoover Conference 


The Hoover conference is too recent 
an event to enable an intelligent judg- 
ment to be formed as to the results 
that may be achieved. Enough has 
been accomplished, however, to make it 
clear that the extension of the points 
of contact between the Department of 
Commerce and the trade associations 
of the country is full of great poten- 
tialities. 

It is an important feature of Mr. 
Hoover’s plan to divide the sheep from 
the goats, and by restricting his co- 
operation to lawful organizations to 
make it unprofitable to be a goat. Those 
participating in this interesting confer- 
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Sell the Genuine 


Few articles are more widely imitated than Richards- 
Wilcox “Slidetite” sliding-folding garage door hardware. 
The many attempts to imitate “Slidetite” only go to prove 
its superiority. You will find it both satisfactory and 
profitable to sell this favorably-known brand. 


ichards Wilc 


Garage Door Hardware 


“Slidetite” provides a door with a full opening. It cannot 
possibly blow shut, thereby causing damage to automo- 
bile or person. The doors operate on a jointless track 
smoothly, quickly and securely. 


“Slidetite” is the only garage door hardware that can be 
used in openings requiring six or more sliding-folding 
doors. This feature is protected by U. S. Patents. 


” 


If you are not already handling “Slidetite,” it 
may be quickly obtained from our nearest 
branch. Write today for Catalog A-22. 


AURORA, ILLINOIS,U.S.A. 
Minneapolis Chicago New York Cleveland 
°. St. Louis Indianapolis 
RICHARDS-WILCOX CANADIAN CO. L?# 
Moni 


Philadelphia Boston 


Winnipeg LONDON, ONT. 
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“Slidetite” is the last word in 
garage door hardware. 











lis use is a guarantee of 
satisfaction and a builder of 
prestige for the man who 
sells or installs it. 


“Slidetite” is now being advertised 
in publications of national circula- 
tion. By thus spreading the fame 
of “Slidetite” we are making it 
easier for you to sell. 
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ence are enthusiastic in their praise of 
the Secretary’s plans and predict that 
great good will result. 

Senator Edge’s joint resolution pro- 
viding for a careful investigation by 
a joint committee of business conditions 
with a view to a statutory definition 
of the rights and legal functions of vol- 
untary trade associations is as follows: 


Text of Edge Resolution 


WHEREAS, the revival of the in- 
dustrial activities of the United 
States is essential to the welfare of 
the individual as well as the ration; 
and 

WHEREAS, business has been suf- 
fering severe depression from which 
its reconstruction should be stimu- 
lated by every legitimate means; 
and 

WHEREAS procedure that will 
without protecting monopolies, elimi- 
nate waste -in production or dis- 
tribution, lower costs, simplify and 
standardize methods, increase effi- 
ciency and the morale of business is 
a beneficial factor in economic pro- 
gress; and 

WHEREAS, congressional action 
has already been taken to assist in 
agricultural co-operative marketing 
and distribution; and 

WHEREAS, the industrial tendency 
is toward the substitution of re- 
search and scientific business meth- 
ods for previous uncertainty and 
ignorance; and 

WHEREAS, business is hesitating 
because unable to secure guidance, 
legal or governmental, which will 
clearly indicate the proper lines of 
conduct in business association; and 

WHEREAS, business is entitled to 
know in definite terms what it legal- 
ly can and can not do; therefore be 
it 


Joint Committee of Six Members 


RESOLVED, by the Senate and 
House of Representatives of the 
United States of America in Con- 
gress assembled. That a joint com- 
mittee of Congress is hereby created 
to be composed of six me rs, 
three of whom shall be appointed by 
the President of the Senate, and 
three by the Speaker of the House 
of Representatives. 

SEcTION 2. That it shall be the 
duty of the committee to investigate 
existing conditions of industry and 
commerce in the United States and 
the markets of foreign countries, in 
so far as the same directly affects 
industry and commerce of the United 
States, including questions as to 
production, distribution, labor and 
business methods, and to report to 
Congress and to suggest such legis- 
lation, if any, as it may deem best 
upon these subjects, with a special 
reference to the most effective ways 
and means to revive industry and to 
stimulate foreign and domestic 
trade, to stabilize business conditions 
as to the future, to minimize the 
danger and distress of recurring 
periods of business depression with 
their resultant cycles of general un- 
re and to define the rights 
and limitations of co-operative or- 
ganizations as distinguished from 
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illicit combinations in restraint of 
trade. 


Committee Given Broad Powers 


SEcTION 3. That such committee 
is hereby authorized during the 
Sixty-seventh Congress to sit dur- 
ing the sessions or recesses of the 
Congress at Washington or at any 
other place in the United States, to 
send for persons, books and papers, 
to administer oaths, and to employ 
experts deemed necessary by such 
committee, a clerk, and a stenog- 
rapher to report such hearings as 
may be had in connection with any 
subject which may be before such 
committee, such  stenographer’s 
service to be rendered at a cost not 
exceeding $1.25 per printed page, 
the expenses involved in carrying 
out the provisions of this resolution 
to be paid one-half out of the con- 
tingent fund of the Senate, and one- 
half out of the contingent fund of 
the House of Representatives. 

SEcTION 4. That the committee 
may from time to time report to 
Congress and shall submit a final 
report on or before Dec. 4, 1922. 


In introducing this resolution, Sen- 
ator Edge in a formal statement de- 
clared that he had in mind that it was 
necessary to create a special commit- 
tee in order to obtain thorough consid- 
eration of this important subject. Con- 
tinuing he said: 


Edge Explains Measure 


“My main thought in introducing the 
bill at this time was to give the com- 
mittee a definite plan to consider while 
searching for a solution of the prob- 
lem. 

“T cannot conceive there will be any 
objection to the authorization of this 
joint committee, as I am sure everyone 
will admit the urgency of removing ex- 
isting doubts. 

“The decisions recently handed down 
by the Supreme Court in the ‘Hard- 
wood’ and other cases, divided as they 
have been, have naturally had the ten- 
dency to confuse industry, and at the 
present moment trade associations and 
co-operative business organizations nat- 
urally hesitate to proceed in any di- 
rection. This greatly retards industrial 
development, and it is a situation de- 
manding proper relief, 


Would Imitate Marketing Associations 


“The policy of the present Congress 
in this direction has been well demon- 
strated through the legislation already 
enacted, authorizing co-operative mar- 
keting by agricultural associations. 
This legislation received practically the 
unanimous support of Congress, and if 
a method can be devised which will give 
industry a similar opportunity and still 
prevent monopoly and restraint of 
trade, as already prohibited under ex- 
isting statutes, Congress will certainly 
be contributing toward the solution of 
existing economic ills. 

“These are days of necessary busi- 
ness organization in order to cut over- 
head and assist in minimizing costs of 
production and distribution. To accom- 
plish this, co-operation, of course, is es- 
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sential and necessary. The distinction 
between monopoly and illegal restraint 
of trade, and co-operation which should 
lower costs to the consuming public 
and thus encourage activity in markets, 
should be clearly defined and, in my 
judgment, can be. Certainly the pres- 
ent situation is intolerable and must be 
remedied. 

“If the committee is authorized, I 
believe concentrated study of the sub- 
ject will result in legislation which wil] 
not only have the force of public opin- 
ion back of it, but members of each 
house will, through their service on 
the committee, be that much more fa- 
miliar with and interested in the sub- 
ject, which is important in order to se- 
cure final affirmative action.” 


Association to Report to Commission 


Senator Edge has also introduced a 
bill defining and regulating trade as- 
sociations and requiring them to report 
to the Federal Trade Commission con- 
cerning their character, activities, mem- 
bership, constitution, by-laws, meetings, 
agreements, etc., and to file such sta- 
tistics as they may gather for distri- 
bution among their members. 

An interesting feature of the Edge 
bill requires all trade associations to 
give the Commission notice of their 
meetings and to permit representatives 
of the Commission to attend them. It 
does not appear from the provisions of 
the bill whether the Commission would 
have power to insist upon representa- 
tion at executive sessions of the asso- 
ciations or their directors, but the ele- 
ment of publicity appears to be an 
important feature of the measure. 

A highly significant provision of the 
Edge bill allows voluntary trade asso- 
ciations to request rulings from the 
Commission relative to the plans and 
purposes of such associations and as 
to whether they violate the anti-trust 
laws. Associations whose plans of or- 
ganization are approved by the Com- 
mission are authorized to receive cer- 
tificates. 


Scope of Commission’s Ruling 


The rulings to be made by the Com- 
mission would also cover methods of 
cost accounting, trade definitions, prac- 
tices and customs, etc. A feature of the 
Edge bill, which is regarded as merely 
declaratory, provides that the Com- 
mission may investigate associations 
and issue complaints and orders against 
their activities if deemed in violation 
of the anti-trust laws. There is no 
doubt the Commission already possesses 
this authority, as it has exercised it 
in many cases in which its decisions 
have been affirmed by the courts. 

There can be no doubt that this move- 
ment to give greater authority and use- 
fulness to voluntary trade associations 
is distinctly in the interest of the pub- 
lic welfare. With the co-operation of 
the Department of Commerce and Con- 
gress, well-balanced legislation along 
the lines of the Edge measure may rea- 
sonably be looked for in the near future. 
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1 enaamte a century ago Plymouth Rope began 
to give users more wear, service, depend- 


ability than other ropes they could buy. It is 
doing the same today. 

The careful workmanship and the knowledge 
gained by nearly a century’s experience, together 
with the 100% pure Manila Fiber selected to 
perform the work the rope has to do, have 
caused Plymouth Manila Rope to be known as 
the “Rope You Can Trust.” 

The longer wear, the more satisfactory service 
secured from Plymouth will pay any user for 
looking up the Plymouth Dealer. 
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PLYMOUTH CORDAGE COMPANY Z 
NORTH PLYMOUTH, MASS. WELLAND, CANADA A 


Since 1916 all Plymouth Rope ;%" in diameter and larger, 
has contained a spun paper marker guaranteeing its quality. 
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Thomas H. Taylor Retires 


Thomas H. Taylor, New York, one 
of the best known men in the wire trade, 
retired on April 17 from the American 
Steel & Wire Co. of which he has been 
for twenty-three years Eastern gen- 
eral sales agent in charge of the East- 
ern district. Mr. Taylor will devote 
most of his time to his personal busi- 
ness, particularly to that of the Tide- 
water Feldspar Co. of which he is vice- 
president and treasurer. The company’s 
offices are at Middletown, Conn., and 


Thomas H. Taylor 


its mill is located nine miles from 
Middletown. Its market for feldspar is 
chiefly among manufacturers of por- 
celain ware and all porcelain products. 

Mr. Taylor’s connection with the wire 
business of the country dates from 1891, 
when he went from Omaha, Neb., to 
Chicago as secretary of the Columbia 
Patent Co., this company owning the 
Washburn & Moen patents on barbed 
wire. At Omaha, Mr. Taylor had 
started a retail hardware store in 1883 
and this developed into a wholesale 
business. A fire in 1891 entirely de- 
stroyed the building and contents. 

In 1892, Mr. Taylor resigned as sec- 
retary of the Columbia Patent Co. and 
became a sales manager of the Chicago 
office of the Washburn & Moen Mfg. 
Co. In 1898 the American Steel & 
Wire Co. of Illinois was formed, and 
Mr. Taylor accepted the position of 
manager of wire sales to manufactur- 
ing users, having his headquarters at 
Cleveland. The greater wire consolida- 
tion, known as the American Steel & 
Wire Co. of New Jersey, was organized 
in 1899, and Mr. Taylor was made the 
asst. general sales agent in charge 
of the Eastern district. C. T. Boynton, 
who had come up in the Washburn & 
Moen organization, was general sales 
agent at that time. A year later he 
was succeeded by Frank Baackes. Mr. 
Taylor organized the New York office 
which had charge of the business in 


the states east of Ohio, Kentucky, 
Tennessee and Alabama. In this ter- 
ritory about 40 per cent of the wire 
and nail business of the American Steel 
& Wire Co. originates. 

Mr. Taylor’s business life has been 
one of uninterrupted connection with 
the hardware trade. He started as a 
clerk in a hardware store at Creston, 
Iowa, in 1875, and later was employed 
in the hardware trade at Plattsmouth 
and Omaha, Neb. The developments 
in wire since he became connected with 
the business in an important way in 
1891 has been noteworthy. In no 
branch of the steel trade has any com- 
pany developed so many and widely 
diversified uses for its product. 


Robert Skemp Passes Away 


Robert Skemp, assistant to S. A. 
Davis, vice-president in charge of oper- 
ations, the American Sheet & Tin 
Plate Co., died suddenly in Scottdale, 
Pa., April 8. 

He was born sixty-four years ago 
in Bilston, South Staffordshire, Eng- 
land, and after learning the sheet steel 
business in England came to this coun- 
try. He became identified in 1887 with 
W. H. Everson & Co., owners of the 
Scottdale Iron Works, now the Scott- 
dale works of the American Sheet & 
Tin Plate Co., working up by succes- 
sive steps to the presidency of that 
company, and later when the Scottdale 
Iron & Steel Co., Ltd., which operated 
what is now the Old Meadows works, 
Scottdale, Pa., of the American Sheet 














Robert Skemp 


& Tin Plate Co., absorbed the Scottdale 
Iron Works, Mr. Skemp was-made gen- 
eral superintendent of both plants. 
With the absorption of the Scottdale 
Iron & Steel Co. by the American Sheet 
Steel Co. he became district manager 
in charge of the Scottdale and Old 
Meadow works, Scottdale; the Humbert 
works, Connellsville, Pa., since aban- 
doned, and the Sabraton works at Mor- 


gantown, W. Va. He was appointed in 
1910 to the position he held at the time 
of his death. 

Beside his wife, four sons, Robert, 
Uniontown, Pa.; Arthur and Lee, Scott- 
dale, and Harold, Vandergrift, Pa, 
survive. 


Death of Knox Taylor 


Knox Taylor, president of Taylor- 
Wharton Iron & Steel Co., High Bridge, 
N. J., died April 4, in his forty-ninth 














Knox Taylor 


year, He was the fifth generation of 
his family connected with the industry, 
which was founded in 1742. 

Mr. Taylor was born at High Bridge, 
Oct. 19, 1878, and was graduated from 
Princeton University with the degree of 
Bachelor of Science in 1895. 

His love of outdoor life led him to 
engage in mining engineering in the 
Rocky Mountains for seven years after 
leaving college. He returned from the 
West in 1902 to enter the company’s 
service, started at the bottom and 
worked up through various departments 
until he became general manager in 
October, 1905. 

When he became president in 1910, 
a policy of expansion was adopted, and 
in 1912 the interests of the William 
Wharton, Jr., & Co., Inc., of Philadel- 
phia, and its subsidiary, the Philadel- 
phia Roll & Machine Co., were acquired, 
and the new combination became known 
as the Taylor-Wharton Iron & Steel 
Co. In 1913, the company also bought 
the interests of the Tioga Iron & Steel 
Co., Philadelphia, an acquisition which 
proved of much importance during the 
war. 

In addition to his important business 
interests, Mr. Taylor took a very active 
part in the life of the community and 
was especially interested in the welfare 
of the employees and of the boys and 
girls of the neighborhood. 
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To the Hardware Trade :— 


We greatly appreciate the publicity we have received 
from the numerous rumors to the effect that we had 
sold out. The fact still remains— 


We Have Not Sold Out 





We have been in the WOOD SCREW business for 
nearly twenty years and it has always been our en- 
deavor to give Service—Quality—Satisfaction. This 
will continue to be our aim as we firmly believe that the 
combination of the three has been the foundation for 
our success. 


Send us your inquiries and ask about our special ad- 
vertising feature. 


Continental Wood Screw Co. 
New Bedford, Massachusetts 
U.S. A. 


Pacific Coast Representative Southern Representative 


Andrew Carrigan Co. C. R. Eaves & Co. 
San Francisco, Cal. Los Angeles, Cal. Chattanooga, Tennessee 


Seattle, Wash. Denver, Col. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 
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Two New Fraim Padlocks 

The E. T. Fraim Lock Co., Lancas- 
ter, Pa., announces the addition of two 
new padlocks numbered 848 and 4465. 


Fraim Lock No. 848 


These locks are fair examples of the 
improvements being made in their line 
of padlocks, their program including 
the revamping of the entire line, the 
gradual addition of several medium 
and higher grade locks and discarding 
many obsolete numbers. 


Fraim Lock No. 445 


The No.- 848 Lock measures two 
inches across its face, has a solid cast 
brass case and shackle with all inter- 
ior parts of brass or bronze. The 
shackle is secured at both heel and toe, 
both controlled by a protecting device, 
thereby making the lock immune from 
being “rapped” open. 

The No. 445 Lock has a cast iron, 
rustless black case, two inches wide, 
four pin tumbler mechanism, with a 
drop forged cast bronze shackle, thus 
making it unusually hard and resistant 
to ordinary attack. 


New Kitchen Set 


Landers, Frary & Clark, New Britain, 
Conn., Lave placed on the market the 
Universal Handy Andy Kitchen set, 


which consists of a butcher’s knife, 
kitchen knife, cook’s fork, six-inch pal- 
let knife, cake turner, cook’s fork, 
slicer, bread knife and large bread 
knife. The handles of all these utensils 
are ebonized, with nickel-plated fer- 
rules. The blades are polished steel, 
so are the tines. The assortment is 
packed in a neat box. 
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Universal Handy Andy Kitchen Set 


The company also offers two other 
kitchen sets—the Super Six and the 
Utility Four. 


Sharpens Safety Razor Blades 


The Du-Al safety razor sharpener is 
made by the Du-Al Co., 333 South 











The Du-Al Safety Razor Blade 
Sharpener 


Dearborn Street, Chicago. It is said 


Lock Prevents Intrusion But 
Permits Ventilation 


The Surelock Mfg. Co., 1390 St. 
Nicholas Avenue, New York City, offer 
the trade a simple yet efficient door 
fastener known as the “Surelock.” 
This device takes the place of a door 
chain bolt or dumb waiter bar. It is 
said that the Surelock cannot be 
snapped with pliers. When closed 
tightly it acts as a dead lock and can 
only be released from the inside. If 
desired the door may be partially 
opened for ventilation without hazard 
of intrusion. 

The lock is easily and quickly in- 
stalled. 
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The Surelock 


The illustration clearly shows the 
simplicity of installation and operation. 
The device may be secured with screws, 
the only tool being required is a screw 
driver. The home owner can easily in- 
stall the Surelock himself; in fact, it is 
said that the women of the house could 
without any aid put it into operation. 


Safety Egg Crate 

Noshok is the appropriate name given 
to a newly designed egg box carrier 
made by G. V. Baillard, Flushing, Long 
Island. It is made in both two-dozen 
and four-dozen sizes. The principle of 
the shock absorber is involved. A spe- 
cial composition box with individual 
partitions for the eggs is tied up and 
placed in the cradle or shock absorb- 
ers, and the cover of the crate is shut 
and snapped like a small trunk. The 
wood in the crate is selected elm free 
from imperfection. 

Heavy built steel trunk hardware, 
brass plated, reinforce the wooden con- 
struction. Many tests have been made 
which, according to the manufacturers, 
prove that eggs can safely be trans- 


that this new device applies the hollow ported with this crate. 


ground honing principle 
to sharpening the blades. 
This sharpener hones 
and stropes the blades in 
one operation, making it 
possible for the user to 
get many more shaves 
out of the single blade 
than before. The life of 
the Du-Al is indefinite. It 
should last forever, giv- 
ing high grade service, 
say the manufacturers. 


The Noshok Egg Carrier 
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cA perfect model 
only 42 inches 
high! 











Here’s the Greatest Sales Idea 


ever used with a washing machine 


Help your customers buy from you—make it easy— 
a pleasure—and you know it means increased sales. 
That’s the basis of this idea—the Apex bank plan 
of financing purchases. 


Above you see our APEX bank—perfect in every de- 
tail—ready to collect money for you in every home. 
Below is the APEx itself—the original oscillating tub 
machine—a handsome, famous washer that has won 
a place in thousands of homes. 


Combine these two in the Apex bank plan—and 
you have an irresistible appeal that wins father, 
mother, the youngsters, the whole family. 

Don’t miss out on this opportunity. Complete sales 
and financing plan—complete advertising campaign 
—will be sent on request. See for yourself what a 
winner this is. Write us today. 


APEX APPLIANCE COMPANY, 3223-3255 West 30th Street, Chicago 
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Aluminum Clothes Line Pulley 

Masback Hardware Co., Inc., 82 War- 
ren Street, New York City, has placed 
on the market the Eureka clothes line 
pulley. The frame and pulley are both 





Eureka Pulley No. 070 


made from aluminum. The pivot is 
made from brass. It is said that this 
pulley will not rust nor cause clothes 
to be soiled. Long life and efficient 
service are claimed for the Eureka pul- 
ley. 

The weel measures 4% inches in di- 
ameter and is listed in the Masback 
catalog as No. 070. 


Weeds Lawn Without Back 
Strain 

Even the most ardent gardener, male 

or female, finds weeding the lawn a 

back straining job. To overcome the 

backache when weeding the Brick Lawn 














Brick Lawn Weeder 


Weeder was designed. This tool is 
made by the Brick Weeder Co., Elk- 
hart, Ind., and is said to remove weed, 
root and all, in one operation. 

The illustration shows that this 
weeder may be used in a standing posi- 
tion, no stooping is required. The di- 
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rections tell you to stand erect, push 
the handle, and drive the jaws into the 
ground around the weed, then draw the 
lower half of the handle up with the 
fingers until it meets the upper half. 
This operation closes the jaws around 
the weed and loosens it from the sod. 
The weeder is then lifted, weed, root 
and all, removed without damage to 
the lawn. 





Fabricated Fibre Clothes 
Hampers 


The Household Fibre Products Corp., 
Woodside, L. I., N. Y., have placed on 
the: market the Dependable Seamless 
Hampers. These containers are made 
from a fine jut-lined fibre fabricated by 
a special patented process. The body 
is seamless and it is claimed that it 
will not warp, split or crack regardless 





Dependable Clothes Hampers 


of temperature and abuse. There are 
no sections to come apart, the corners 
as well as the sides are solid. There 
are no rivets, nails or sharp projections 
to mar the beauty or to rust or tear 
clothing. The finest fabrics may safe- 
ly be placed in these hampers. 
Dependable hampers are finished in- 
side and outside with a waterproof 
white enamel, which is said to insure a 
lasting surface of fine luster and white- 
ness like glazed tile. These hampers 
may be kept clean with a damp cloth. 
The model shown is the oblong type. 
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New Micrometer Caliper 


The Reed Small Tool Works, Worces- 
ter, Mass., has placed on the market an 
inside micrometer caliper, particularly 
adaptable to garage and repair shop 
use. The barrel, spindle and thimble 
have the same diameter as do cor- 
responding parts of the company’s out- 
side micrometer, large surfaces allow- 
ing for generous sized fingers on the 
barrel and spindle. 

A feature of the tool is a detach- 
able handle, easily and quickly ad- 
justable, making it convenient for right 
or left hand work. Measurements in 
holes and other inaccessible places, 
therefore, are possible, or the entire 
length of a cylinder bore can be gaged. 
With a range of one inch, time lost, 
while in actual use, is less than with 
tools having a smaller range. Extra 
rods, fitted with anvils, allow for quick 
change, with little possibility of an 
error. The rods can be interchanged 
by unscrewing from a threaded stud at 
the end of the barrel. Each rod is in- 
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ternally threaded and ground square at 
the hardened end, which sets squarely 
against the barrel shoulder. At the 
point of measurement the rod is fitted 
with a hardened tool steel anvil, ad- 

















New Reed Micrometer 


justable for lengthening the rod and 
compensating for any anvil wear. An- 
vil faces are ‘ground on a comparatively 
small radius, making the tool especial- 
ly adaptable for measuring parallel or 
curved surfaces. 


New Vise for Woodworking and 
Coachmaking 


A quick-acting vise, designed es- 
pecially for wood working and coach 
making, but adaptable to the machinist’s 
trade, has been placed on the market 
by the Athol Machine & Foundry Co., 
Athol, Mass. The vise is made in five 
sizes, with jaws 3 in. up to 4% in. in 
width. Its quick action is governed by 
a cam actuated nut, The cam is located 
in the base of the stationary jaw and 

















Athol Quick Acting Vise 


in turn is governed by a spring action 
lever. When this lever is raised to a 
positive position the cam lowers the nut 
and the vise screw is thrown out of 
mesh. Releasing the lever spring lifts 
the nut into its original position and the 
vise screw into mesh. The spring ten- 
sion is such that the lever can be oper- 
ated with one finger. 

It therefore is possible for one man 
to operate the-vise with one hand, leav- 
ing the other free to handle the work. 
The vise is provided with a swivel base, 
and it is bolted to the top of the work 
bench instead of the front, giving 4 
greater purchase when under working 
stress. The swivel adjustment is such 
that by tightening same with one 
finger, a man pulling on a 5-ft. bar 
held in the vise cannot move the ad- 
justment. The jaws of the vise are of 
oil tempered steel. All parts have been 
standardized and are interchangeable. 
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SALES talk to a customer goes 
much better if you have some- 
thing new to talk about—’spe- 
cially if the cartridges you are sell- 
ing really are a big improvement 
over the regular line. 
You can make a hit with your 
sportsmen customers who own 


MUSHROO 


rifles caliber .25 Remington,.25-35, 
.30-30, or the .30 Springfield ’06, 
by talking and selling the new 
Remington Hi-Speed loads. They 
will give him what he has always 
wanted—higher velocity, better 
killing power and greater range 
without changing the sight. 


Cut out this table of ballistics and keep it handy 
sO you can answer questions: 


Weight of 
Bullet 


87 ers. 
87 ers. 


.25 Remington 
25-35 W.C.F. 
30-30 W.C.F. . 110 grs. 
.30 Springfield . 150 grs. 


(Bronze Point Expanding) 


Velocity 


2800 ft. per sec. 
2650 ft. per sec. 
2600 ft. per sec. 
2900 ft. per sec. 


Height of 200 
yard trajectory 


2.8 inches 
3.1 inches 
3.3 inches 
2.5 inches 


Energy 


1510 ft. Ibs. 
1360 ft. Ibs. 
1650 ft. Ibs. 
2800 ft. Ibs. 


Accuracy as good or better than the regular loads, 
Price the same. In ordering, specify Hi-Speed loads. 
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Notes of the Retail Hardware Trade 














FortTUNA, CAL.—The Fortuna Hard- 
ware & Plumbing Co. has succeeded to 
the business of Leach & Smith. 


SAN Dieco, CaL.—The University 
Hardware Company, 2911 University 
Avenue, has commenced business here 
and will deal in the following lines, on 
which catalogs are requested: Bathroom 
fixtures, builders’ hardware, building 
paper, crockery and glassware, cutlery, 
electrical household specialties, fishing 
tackle, kitchen housefurnishings, lubri- 
cating oils, prepared roofing, shelf 
hardware, silverware, home barbers’ 
supplies and sporting goods. 





HARLEM, GA.—George T. Wilson, 
who has moved to new quarters, 
requests catalogs on automobile 


accessories, automobile tires, builders’ 
hardware, churns, cream separators, 
erockery and glassware, cutlery, farm 
implements, flashlights, gasoline, gaso- 
line engines, guns and ammunition, 
harness, heating stoves, heavy hard- 
ware, kitchen cabinets, linoleum and 
oileloth, lubricating oils, paints, oils, 
varnishes and glass, prepared roofing, 
refrigerators, shelf hardware and 
stoves and ranges. 

Burns, KAN.—The Burns Hardware 
Co. has purchased the stock of C. M. 
Lyons. 

CLEARWATER, KAN.—H. O. Thorne is 
successor to M. A. Markel & Son. 

PERRY, KAN.—Thomas Lee has com- 
pleted the building which he will occupy 
as a hardware store. 

BRUNSWICK, Me.—C. W. Rogers is 
purchaser of the hardware store of 
B. Ridley & Son. 


Bucksport, Me.—E. B. Gardner & 
Co. have disposed of their business to 
Harry C. Page. 

PORTLAND, ME. — The Sportman’s 
Supply Co., 600 Congress Street, has 
been incorporated to do both a whole- 
sale and retail business. Robert F. 
Maxcy and others are incorporators. 


WESTBROOK, ME.—Knight Bros. have 
added a line of hardware to their sheet 
metal business. 

CHEBOYGAN, MicH.—Herman Socha 
has purchased a half interest in the 
hardware business of J. & A. Bohn. 

St. Hivatre, MInnN.—Larson Bros. 
have succeeded to the business of Crown 
& Larson. 


LAMAR, Mo.—The Lamar Hardware 
& Furniture Co. has commenced busi- 
ness here. Its stock comprises barn 
equipment, builders’ hardware, build- 
ing paper, churns, crockery and glass- 
ware, cutlery, dairy supplies, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunition, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, insecticides, kitchen 
cabinets, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ 
tools, paints, oils, varnishes, poultry 
supplies, pumps, shelf hardware, silver- 
ware, sporting goods, stoves and 
ranges, washing machines, bicycles, re- 
frigerators and wheel toys. 

HopokEN, N. J.—William Charles 
Neuendorff, First Street and Park Ave- 
nue, now owns the hardware stock of 
Neuendorff & Parker. Catalogs re- 


quested on automobile accessories, auto- 
mobile tires, bathroom fixtures, belting 
and packing, builders’ hardware, build- 
ing paper, cutlery, electrical supplies 
and, equipment, flashlights, furnaces, 
garage hardware, heating stoves, heavy 
hardware, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing de- 
partment, shelf hardware, sporting 
goods and stoves and ranges. 


GOSHEN, N. Y.—E. A. Hopkins now 
owns the stock of Kniffin & Hopkins 


MAMARONECK, N. Y.—Charles M. 
Baxter has sold his hardware store at 
83 Mamaroneck Avenue to Walter M. 
Baxter, who has been associated with 
him for many years. The business, 
which has been incorporated recently, 
was established thirty-six years ago, 
and will hereafter be known as Walter 
M. Baxter Co., Inc. 


PLATTSBURG, N. Y.—The store and 
building of M. P. Myers & Co., Inc., 
were recently destroyed by fire. 


PotspAM, N. Y.—The White Hard- 
ware Co. will occupy the store former- 
ly occupied by the Smith Hardware Co. 
with a stock of bicycles, builders’ hard- 
ware, building paper, churns, crockery 
and glassware, cutlery, dairy supplies, 
dynamite, electrical household special- 
ties, electrical supplies and equipment, 
flashlights, fishing tackle, guns and 
ammunition, hammocks and tents, heat- 
ing stoves, heavy hardware, home 
barbers’ supplies, insecticides, kitchen 
housefurnishings, mechanics’ tools, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, toys and games, washing ma- 
chines and wheel toys. Catalogs re- 
quested. 

SUFFERN, N. Y.—Wm. Bigall, owner 
of The Handy Store, has commenced 
business here. He will carry a stock 
of the following, on which catalogs and 
price lists’ are requested: Barn equip- 
ment, bathroom fixtures, belting and 
packing, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, electrical household specialties, 
farm implements, flashlights, garage 
hardware, hammocks and tents, heating 
stoves, heavy hardware, incubators, in- 
secticides, kitchen cabinets, kitchen 
housefurnishings, linoleum and oilcloth, 
mechanics’ tools, poultry supplies, 
pumps, shelf hardware, silverware, tin 
shop, toys and games, washing ma-~ 
chines and wheel toys. 


GASTONIA, N. C.—The Ware Hard- 
ware Co. has established itself in busi- 
ness here. A stock of the following 
will be carried: Automobile tires, barn 
equipment, bicycles, builders’ hardware, 
churns, crockery and glassware, cutlery, 
electrical supplies and equipment, farm 
implements, flashlights, gasoline en- 
gines, harness, heating stoves, heavy 
hardware, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, washing ma- 
chines, toys and games and wheel toys. 
Catalogs -requested. 


WAHPETON, N. D.—A. J. Connally 
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has retired from the firm of Connally 
Bros. H. T. Connally is sole owner of 
the business, which will be continued 
without any change in the firm name, , 

LOUISVILLE, OHIO.— The Louisville 
Hardware & Supply Co., successor to 
John Keim & Sons, requests catalogs 
on belting and packing, bicycles, build- 
ers’ hardware, building paper, cutlery, 
dynamite, electrical household special- 
ties, electrical supplies and equipment, 
farm implements, flashlights, fishing 
tackle, gasoline engines, harness, heavy 
hardware, insecticides, linoleum and oil- 
cloth, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, pre- 
pared roofing, refrigerators, shelf hard- 
ware, silverware, sporting goods and 
washing machines. 

QUAKERTOWN, Pa.—A. H. Nicholas, 
successor to Romanus Hoffman, doing 
both a wholesale and retail business, re- 
quests catalogs on barn equipment, 
builders’ hardware, building paper, 
fishing tackle, garage hardware 
harness, kitchen housefurnishings and 
wheel toys. 


WAYNESBURG, PA.—McGarvey Blair 
has moved to a new location and added 
a line of electrical fixtures and sup- 
plies, glass and gas engines. 

McKINNON, TENN.—S. W. Lashler 
has opened a store here. He was 
formerly in the hardware business at 
Erin. 


AustTIN, TExX.—Bengener Bros., 817 
Congress Avenue, desire the name and 
address of the manufacturer of an all- 
metal pants and skirt hanger known as 
“This is it.” 

GAINESVILLE, TEX.— The Kennerly 
Hardware Co. has been incorporated as 
successor to S. J. Kennerly with a 
capital of $50,000. 


OKLAUNION, TEX.—Swartwood & Co., 
operating a branch | store at Vernon, 
have commenced business here. 


VERNON, TEX.—The North Texas 
Hardware Co. has been incorporated 
with a capital of $75,000 by C. T. Herr- 
ing and others. 

VERNON, TEX.—The Ferrell Sport- 
ing Goods Co. has opened a store here 
and requests catalogs on fishing tackle 
and sporting goods. 

ILwaco, WasH.—Earl Howerton & 
Co. have purchased the stock of J. A. 
Howerton and combined it with their 
own. Catalogs requested on a general 
line of hardware and housefurnishings. 


CHARLESTON, W. Va.—The Peoples 
Hardware Co., Inc., Charleston and 
Virginia streets, has been incorporated 
with a stock of $25,000 by M. T. Roach, 
Charles F. Armitage, president; 
Charles D. Burdette, secretary; L. A 
Williams, vice-president, and Roy Day, 
treasurer and manager. The business 
will be both wholesale and retail. 


Rice LAKE, Wis.—Edward Leibly & 
Sons are purchasers of the Consumer 
Hardware Store stock, and will carry 
a complete line of hardware, stoves 
and ranges, fishing tackle, guns and 
ammunition, paints and oils, glass and 
putty, cutlery, aluminum and granite 
ware. Catalogs requested. 
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How Born Standardization Encompasses an 
Entire Range Market with Four Ranges 


STEEL RANGES 
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ORN standardization has been an amazing 
revelation — a near-revolution —— in range- 
building and range-selling. 


At one full swoop the unmitigated evils of un- 
wieldy stock, heavy investment and slow turnover; 
numerous old-fashioned ranges and the ever-recur- 
ring parts difficulties have been swept away. 


And instead is a trim, compact, handsome line of 
only four patterns — four ranges that fit every 
market—city and country—that fit the pocketbooks 
of three-fourths of all of your customers. 


Imagine the profit-making possibilities of this line 
of only four ranges—only a small investment, yet 
you have a complete line of ranges that meet the 
need of your customers. A line of four ranges 
in which all the parts are standardized and inter- 
changeable. 


HARDWARE AGE 


These four ranges—the square and reservoir for 
country trade and the two combination ranges for 
city trade—with their dignified appearance and 
many notable improvements naturally attract those 
progressive dealers who are now and wish to re- 
main leaders in their communities. 


The remarkable qualities of Born Standardized 
Ranges and the unusual community advertising 
and sales promotion plans available to Born Au- 
thorized Dealers have made possible the rapid 
buiding of a strong dealer organization and 1922 
must see its completion. 


To the dealer who is the leader in his community 
and who appreciates the trend of the times in range 
merchandising we invite inquiry—to these dealers 
we extend the full force of Born co-operation. 


THE BORN STEEL RANGE COMPANY 


CLEVELAND, OHIO 
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Signal Distinguishes Between 
Slowing and Stopping 

The Tel-Rite Auto Specialties Co., 
2160 Superior Avenue, N. E., Cleve- 
land, Ohio, make the Tel-Rite auto sig- 
nal which shows a green light with the 
word “SLOW” when the car is being 
slowed down by slight action on either 
the clutch or brake singly. When the 
driver intends to stop he pushes both 
the clutch and the brake full which 
makes this sign flash in red the word 
“STOP.” The operation of this safety 
signal is entirely automatic. It is lo- 











ales 


Tel-Rite Safety Signal 





cated on the rear left fender and is 
connected up with the storage battery 
and the clutch and foot brake pedals. 
The advantages of both signals is ob- 
vious as it takes all doubt or guess 
work out of the problem for the driver 
in the rear. 


Combination Gas Filler and 
Gage for Fords 


Every man who has driven a Ford 
knows that filling the gas tank causes 
considerable fuss because the passen- 
gers in the front seat must get out and 
the cushion seat must be removed. To 
eliminate this bother the Forbes Filler 
& Gage Co., 1313 Engineers Build- 


ing, Cleveland, Ohio, have placed on the 
market the Forbes Filler and Gage. 
This device consists of an extension 








Filling a- Ford the Forbes Way 
that fits over the standard gas tank 
cap and brings out atthe driver’s side 
just below the door a convenient filling 
hole fitted with an easy reading gas 
contents gage. The device fits flat 
against the tank and in no way inter- 
feres with any other part of the car. 

With the Forbes device attached any- 
ene may at a glance tell the contents 
of the tank, and if gas is’ needed can 
drive up to the filling station and load 
up without leaving the driver’s seat. 
This prevents any spilling of gas on 
the seat or floor of the car: 

The device also fits the Chevrolet car 
model 490. 


Puritan Products for the 
Motorist 


The Puritan Soap Co., Rochester, 
N. Y., make a complete line of cleaners 
that will interest the auto driver. They 
are all trade marked “Puritan.” 

The line consists of: Puritan Oil 
Soap, which will keep the highly pol- 
ished finish of the car clean without 
injury to it (this soap may also be 
used about the home on furniture) ; 
Puritan Metal Polish, for cleaning 
brass, steel, aluminum and _ other 
metals; Puritan Silver and Nickel 
Polish, Puritan Wood Polish, Puritan 
Tyrkote, which is applied to tires to 
proect them, and a complete line of 
Puritan products for dressing auto 
tops, for enameling engines, auto rims, 


lamps, as well as radiator cement, 
clutch compound and tire tale. 

A circular put out by the company 
gives full details on the entire line. 

Automatic Gas Filter 

The Bassick Mfg. Co., Chicago, IIl., 
make the Bassick Gas-Co-Lator which 
is said to filter gasoline automatically. 
It is placed on the instrument board 
and is connected up with the gas tank 
and vacuum system. Every drop of 
gas is said to be filtered through a 
chamois. It will remove water and 
dirt from the fuel before the gas gets 
to the vacuum tank. This device will 
through filtering increase power and 


Gas-Co-Lator 


flexibility, lessening the chances of car- 
bonization and stalling. The entire in- 
strument is quickly taken apart as de- 
sired for cleaning. 


Acco Cork Gaskets and Washers 


The Armstrong Cork Co., Pittsburgh, 
Pa., offer the trade a complete line of 
Acco cork gaskets and washers for use 
on various parts of the auto. Acco cork 
is said to be composed of clean- granu- 
lated cork and a special non-hardening 
binder—unlike fibrous materials such 
as paper, felt, etc. The natural elas- 
ticity of cork is retained in this line, 
making the product more useful and 
efficient for auto use which is exacting. 











